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"There  will  be  an  overwhelming 
majority  in  favour  of  the  new 
contract  package  at  the  LPC 
Conference  on  Sunday," 
predicted  Alan  Smith,  chief  executive  of  the 
Pharmaceutical  Services  Negotiating 
Committee,  in  Chemist  and  Druggist  last  week. 
Quite  obviously  he  had  no  need  of  the  crystal 
ball  being  used  by  PSNC  chairman  David 
Sharpe  and  Minister  for  Health  Kenneth  Clarke 
in  the  cartoon  (pl270).  A  near  7:1  mandate 
from  contractors'  representatives  to  accept  the 
package  in  principle,  subject  to  "early  and 
satisfactory"  guidelines  for  control  of  entry  into 
the  profession,  is  convincing  by  any  standards. 
For  the  bulk  of  contractors  the  price  was  right. 

It  seems  the  price  is  also  right  for  the  many 
pharmacists  keen  to  get  into  contract  before  the 
new  controls  are  set  up.  The  leapfrogging  orgy 
feared  by  our  negotiatiors  when  they  drew  up 
the  contract  is  apparently  in  full  swing.  Two 
LPC  representatives  gave  examples  of  a 
sudden  upturn  in  contract  applications  since 
the  package  was  announced  (pl321).  And 
rumours  within  the  profession  suggest  the 
number  of  premises  registered  at  Lambeth  in 
the  last  month  has  soared. 

How  gratifying  that  PSNC  has  moved  so 
guickly  to  make  strong  recommendations  to  the 


Department  about  the  need  to  establish  a 
substantial  financial  commitment  prior  to  May 
31  —  the  end  of  the  month  in  which  the 
proposals  were  published.  The  contractor  will 
have  to  prove  he  purchased  the  freehold  or 
lease  of  premises  intended  as  a  pharmacy  by 
the  end  of  May,  and  then  actually  open  up 
before  the  new  contract  is  brought  in. 

Alan  Smith  does  not  know  if  the 
Government  will  give  this  scheme  legal  teeth 
but  says  it  is  in  its  interest  to  do  so.  Director  of 
the  National  Pharmaceutical  Association,  Tim 
Astill,  says  he  is  delighted  with  this  latest  move. 
And  he  suggests  that,  although  no  Government 
likes  to  make  legislation  retrospective,  in  this 
case  they  may  be  bold  enough  to  do  so.  He 
points  out  that  all  contractors  were  aware  of  the 
Government's  and  PSNC's  wish  to  limit  entry  to 
contract  as  soon  as  the  package  was  made 
public.  The  Government  might,  therefore,  feel 
justified  in  applying  the  brakes  from  May  31, 
anticipating  the  legislation. 

We  certainly  hope  so.  If  this  contract  is  the 
key  to  making  the  pharmacist  a  true 
professional,  as  Alan  Smith  says,  then  it  does 
not  bode  well  if  some  pharmacists 
make  a  mockery  of  a  contract 
which  promises  so  much  for  them 
and  the  healthcare  of  the  patient. 
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PCs  accept  new 
contract  by  192:29 


The  new  contract  package  offer  from  the  DHSS  has  been 
overwhelmingly  accepted  in  principle  by  representatives  of 
Local  Pharmaceutical  Committees.  The  192  to  29  vote  in  favour 
of  the  deal,  subject  to  early  and  satisfactory  guidelines  for 
control  of  entry  into  contract  being  drawn  up,  came  at  the  end 
of  Sunday's  four-hour  Conference  in  which  44  people  spoke  to 
the  single  PSNC  motion.  Speeches  were  3:1  in  favour  of  the 
package  with  the  "pro"  section  worried  that  any  delay  in 
implementation  would  result  in  a  short  leapfrogging  orgy, 
evidence  of  which  was  produced,  and  the  "anil"  taction 
warning  against  accepting  a  contract  before  the  guidelines 
were  agreed  because  they  were  deeply  suspicious  of  the 
Government's  motives. 


For  the  Pharmaceutical  Services 
Negotiating  Committee,  its  chairman 
David  Sharpe  and  his  executive,  greeted 
the  vote  with  obvious  delight  and  plainly 
regarded  it  as  a  vindication  of  months  of 
hard  and  tortuous  negotiations  that  have 
resulted  in  a  package  with  something  for 
everyone  —  the  taxpayer,  the  patient  and 
the  contractor. 

David  Sharpe  opened  the  Conference 
by  presenting  the  single  motion  on  the 
contract  on  behalf  on  PSNC:  "This 
Conference  accepts,  in  principle,  the 
contract  package  currently  on  offer  from 
the  DHSS.  This  acceptance  is  subject  to 
early  and  satisfactory  guidelines  for 
control  of  entry  into  contract  being  agreed 
following  consultation  with  the  PSNC  and, 
in  relation  to  professional  matters,  the 
PSGB,  and  also  FPC  interests  on  matters  of 
detail. 

"Conference  further  urges  PSNC  to 
commence  negotiations  on  stage  2  of  the 
contract  which  includes  the  outstanding 
Charter  recommendations.  These 
negotiations  should  be  brought  to  a 
speedy  and  satisfactory  conclusion." 

He  told  Conference  that  he  would 
accept  no  amendments  that  negated  the 
package  and  he  was  later  true  to  his  word. 
"Representatives  will  have  to  make  the 
same  value  judgment  as  PSNC." 

Mr  Sharpe  warned  Conference  that 
Government  was  immovable  on  the  deal. 
And  he  put  before  the  representatives 
further  evidence  of  the  Government's 
resolution  when,  in  a  half-hour  debate  in 
the  Lords  on  Wednesday  of  last  week, 
Baroness  Trumpington  said  ".  .  .  We  cannot 
agree  that  every  pharmacy  should 
automatically  be  given  an  NHS  contract 


quite  regardless  of  any  service  need." 

She  went  on:  "I  can  assure  this  House 
that  the  guidelines  [on  entry]  will  make  it 
plain  that  we  expect  Family  Practioner 
Committees  to  respond  flexibly  to  local 
circumstances.  They  will  be  consumer 
based  and  the  pattern  of  pharmaceutical 
services  must  reflect  changing  patterns  of 
patient  need.  Matters  such  as  relocation  of 
premises  must  be  seen  in  this  context." 

The  Baroness  said  the  Government  did 
not  wish  to  steamroller  the  profession  into 
accepting  the  proposals  and  had  set  no 
deadline  for  receiving  a  response  (pl322). 

Before  the  motion  was  debated  PSNC's 
chief  executive  Alan  Smith  outlined  how 
the  new  contract  package  measured  up  to 
the  major  resolutions  passed  at  the  LPC 
Representatives  Conference  held  on 
November  27,  1983.  He  said  that 
Conference  wanted  recognition  and 
reward  for  the  pharmacist's  expanded  role 
and  rewards  for  business  efficiency.  "This 
is  for  negotiation  in  stage  2  and  will  be 
very  much  dependent  on  the 
recommendations  of  the  Nuffield  Report 
and  the  Green  Paper.  They  will  give  us  the 
necessary  independent  platform  and  I  am 
quite  confident  they  will  support  extension 
of  the  pharmacists'  role." 

Funding  for  role  extension  would  come 
from  a  reduction  in  remuneration  for  those 
contractors  dispensing  lower  script 
numbers.  This  change  in  remuneration 
pattern  would  yield  immediate  savings  of 
£4.1m  which  would  be  shared  equally 
between  the  Treasury  and  the  profession. 

Mr  Smith  said  this  was  the  first  time  in 
negotiations  that  any  saving  has  been 
shared  "In  the  past  all  savings  have  gone 
entirely  to  the  Treasury". 


That  1983  Conference  called  for 
individualisation  particularly  of  premises 
costs,  Mr  Smith  said  this  would  be 
discussed  in  stage  2.  "But  as  the 
Department  says,  this  is  premature  until 
we  have  a  rational  distribution." 

The  annual  negotiations  voted  for  had 
been  implemented.  But  the  fee  linked  to 
the  period  of  treatment  still  had  to  be 
negiotiated.  "This  is  very  high  on  the 
agenda  for  the  stage  2  negotiations, 
particularly  because  of  the  reduction  in 
on-cost  and  because  of  the  changing 
habits  of  prescribers." 

Mr  Smith  said  the  introduction  of 
original  pack  dispensing,  dose  related 
quantities  and  triple  prescritions  would  all 
be  of  major  influence  and  are  included  in 
the  stage  2  negotiations  but  this  would 
include,  of  necessity,  consultations  with 
the  medical  profession. 

PSNC  was  asked  to  include  rational 
location  in  the  new  contract  in  order  to 
prevent  leapfrogging.  Subsequently  a 
joint  paper  on  rationalisation  was  signed 
by  all  bodies  in  pharmacy. 

"The  concept  of  an  enhanced  BPA  has 
been  replaced  by  legislation  to  control  the 
entry  of  pharmacists  into  contract."  Mr 
Smith  said  the  Government  had  been 
worried  about  the  threat  of  litigation  over 
BPA  and  would  no  longer  consider  a  two- 
tier  system.  BPA  also  had  an  undesirable 
front-loading  effect. 

The  rational  location  document  also 
called  for  payment  to  encourage 
pharmacists  dispensing  low  prescription 
volume,  particularly  those  elderly 
pharmacists  who  were  "locked  in"  to  their 
pharmacy,  to  resign  from  the  NHS 
contract.  A  compensation  element  based 
on  the  gross  NHS  remuneration  for  the 
preceding  year  has  been  agreed. 

"There  was  included  in  the  rational 
location  documents  a  call  for  an  initial 
practice  allowance  payable  for  the  first 
two  years,  but  I  would  submit  to  you  that 
the  expanded  Essential  Small  Pharmacies 
Scheme,  whereby  contractors  receive 
"top-up"  payments  to  the  16,000 
prescriptions  per  annum  level  ad 
infinitum,  is  superior  to  an  initial  practice 
allowance. 

Payment  of  an  additional  pharmacist 
allowance  would  be  pursued  in  stage  2. 

Mr  Smith  then  explained  how  the 
negotiations  had  progressed.  The 
Department's  starting  point  was  the 
payment  of  a  flat-fee  of  90p  across  the 
board  with  no  payment  of  BPA  or  on-cost. 
Any  savings  would  have  gone  to  the 
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192  for  -  29  against 

PSNC  chairman  David  Sharpe  then 
congratulated  chief  executive  Alan  Smith 
and  his  team  on  the  negotiating  effort  they 
had  put  in  on  the  new  contract.  The 
agreement  takes  pharmacy  beyond  the 
crossroads  onto  the  flyover,  according  to 
Alan  Smith.  "It  will  enable  pharmacy  to 
develop  as  a  true  profession.  We  needed 
rational  location  as  a  basis  for  this.'  He  is 
delighted  the  contract  package  has  been  so 
overwhelmingly  supported  by  the 
contractors 


Department  of  Health.  "If  the  PSNC  had 
accepted  this  proposal  it  would  mean  that 
there  was  economic  attrition  for  all 
pharmacies  dispensing  less  than  36,000 
prescriptions  per  annum.  We  would  have 
had  a  resumption  of  the  closure  rate  of  one 
pharmacy  per  working  day. 

"PSNC's  starting  position  was  that  we 
should  retain  all  three  elements  of 
remuneration  —  BPA,  fee  and  on-cost  — 
and  that  there  should  be  no  economic 
attrition  except  for  pharmacies  dispensing 
less  than  12,000  prescriptions  per  annum. 

He  said  one  option  considered  by 
DHSS  was  the  outright  termination  of  NHS 
contracts  under  the  provision  of  the  NHS 
Act  1977,  as  amended.  "This  was  very 
quickly  disregarded." 

Conference  previously  called  for  the 
abolition  of  on-cost,  although  the  vote  was 
very  close,  96  for  the  abolition  and  93 
against.  "The  Department  was  more  than 
willing  to  abolish  on-cost  completely,"  Mr 
Smith  said,  but  PSNC  considered  that  this 
element  should  remain  (although  reduced 
to  5  per  cent)  as  an  incentive  for 
dispensing  of  high  cost  prescriptions." 

Mr  Smith  said  pharmacy  needed  a 
springboard  to  get  into  the  21st  century 
and  stage  2  and  the  new  contract  package 
was  it.  "There  is  a  price  to  be  paid  for 
rational  distribution  but  I  feel  the  price  is 
very  reasonable. 

"We  have  only  to  recall  the  virtual 
annihilation  of  the  profession  of  dispensing 
opticians  and  the  removal  of  the  solicitor's 
conveyancing  monopoly  by  the 
Government,  to  realise  that  this  offer  of 
control  of  entry  is  a  major  political  coup." 

■  Health  Minister  Kenneth  Clarke  this 
week  expressed  his  pleasure  with  the 
acceptance  of  the  contract:  "This  is  a  very 
satisfactory  majority.  It  would  appear  that 
the  majority  of  the  profession  is  happy  with 
the  contract  as  is  the  Government,  and  we 
expect  the  public  will  be  too." 
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Package  puts  pharmacy's 
house  in  order 

The  mood  of  the  debate  was  set  by  the  second  speaker  of  the 
morning,  Mike  Smith  of  Devon  LPC,  who  backed  the  package 
very  positively  and  got  rousing  support  from  the  floor  -  aftei 
that  a  "no"  vote  seemed  most  unlikely.  Although  the  majority 
of  speakers  were  in  favour  of  the  package,  many  qualified 
their  support  and  said  "Yes... but"  —  in  most  cases  the  "but" 
referred  to  the  lack  of  guidelines. 


Mr  Smith  said  the  package  gave  pharmacy 
the  chance  to  put  its  own  house  in  order 
before  the  Government  did.  "It  is  obvious 
the  Government  will  not  pay  community 
pharmacists  to  be  mere  distributors  of 
drugs.  Our  future  lies  in  rationally  located 
pharmacies  where  we  must  develop  our 
role  and  expand  our  services  to  the 
community." 

Although  the  package  had  some 
obvious  problems  and  injustices,  retail 
pharmacy  had  cried  our  for  rational 
location  since  the  inception  of  the  NHS. 
"We  must  seize  this  opportunity  because  I 
believe  it  will  enable  us  to  negotiate  from  a 


'We  do  not  deal 

with  gentlemen 

when  it  conies  to 

leapfrogging' 

Wm,  Jill 

Mike  Smith, 

wSm  M 

Devon 

position  of  strength  in  the  future."  But  Mr 
Smith  wanted  to  see  a  safety  mechanism  to 
prevent  a  flood  of  openings  before  the 
contract  was  introduced  (see  pl321).  "I 
appreciate  a  gentleman's  agreement 
would  be  of  little  value  here  because  we  do 
not  deal  with  gentlemen  when  it  comes  to 
leapfrogging." 

However,  Mr  Smith  said  he  applauded 
the  PSNC  for  their  achievement  in 
negotiating  the  new  contract:  "I  urge 
Conference  to  accept  the  motion." 

Mr  A.J.  Edwards  of  Camden  and 
Islington  LPC  was  similarly  positive:  "Vote 
for  this  new  contract  —  your  pharmacy 
and  living  will  be  freed  from  these  ethical 
thieves  or  leapfroggers." 

PSNC's  motion  also  got  the  backing  of 
Peter  Hollyman  of  Gwynedd  LPC  because 
it  meant  planned  distribution.  It  should  be 
the  starting  point  of  an  effort  to  secure  a 
better  remunerated  and  less  stressful 
working  environment,  he  said. 

The  new  contract  would  remove 
pharmacy  from  the  market  place  and 
establish  it  as  an  independent  profession  in 


the  front  line  of  primary  health  care,  Mr 
Richard  Thomas,  chairman  of  Gwynedd 
LPC  told  Conference.  "Limitation  of 
contract  will  encourage  openings  in  areas 
of  need,  give  stability,  enable  investment 
with  confidence,  improve  professional 
standards  and  help  young  pharmacists 
borrow  from  the  banks." 

But  Mr  Thomas  expressed  concern 
about  the  make  up  of  the  FPC  pharmacy 
practice  subcommittee  lest  doctors  "creep 
into"  the  lay  membership.  He  also  wanted  a 
national  appeals  procedure. 

Mr  Dene  Evans,  City  and  East  London 
LPC  said  his  Committee  was  not 
enthusiastic  but  accepted  the  new  contract 
as  "probably  the  best  that  can  be  achieved 
at  the  present  time." 

Northants'  LPCs  Eric  York  said  his 
Committee  had  agreed  to  grasp  the  nettle 
of  rational  location  and  attend  to  the  minor 
stings  in  future  discussions.  June  23  would 
be  regarded  as  "VP"  or  "victory  for 
pharmacy"  day,  he  said,  but  steps  must  be 
taken  to  prevent  leapfroggers  doing  any 
more  damage. 

Ken  Sims  of  Dorset  LPC  wanted 
Conference  to  approve  the  package 
without  the  guidelines  as  a  sort  of  "outline 
consent"  to  the  negotiating  team.  But  he 
was  concerned  that  contractors  who 
picked  up  script  turnover  and  goodwill 
when  neighbouring  contractors  elected  to 
take  compensation  and  close  down,  should 
make  some  payment  out  of  their  new 
profits  by  way  of  additional  compensation. 

Joe  King  said  Norfolk  LPC 
congratulated  PSNC  on  its  achievement 
and  advised  contractors  to  have  complete 
confidence  in  it  to  negotiate  on  the  small 
print,  but  he  urged  them  to  hasten  in  order 
to  prevent  more  leapfrogging.  Mr  King 
also  reminded  PSNC  that  any  shortsighted 
re-appraisal  of  the  contract  allowing 
dispensing  assistants  greater  autonomy 
within  pharmacy,  might  be  exploited  to  the 
detriment  of  the  profession  and  of  rural 
patients  by  so-called  dispensing  doctors. 

Support  also  came  from  Somerset  LPC. 
But  Michael  Chapman  wanted  to  know  if 

Continued  overleaf 
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the  Essential  Small  Pharmacy  Allowance 
would  be  paid  monthly,  and  if  there  would 
be  reasonable  provision  for  pharmacies 
suffering  "gross  external  changes  in  their 
circumstances"  after  the  compensation 
period  came  to  an  end. 

David  Allan  of  Redbridge  and 
Waltham  Forest  FPC  said  that  if  we  threw 
this  contract  out  "lock,  stock  and  barrel" 
the  Government  would  impose  a  much 
harsher  regime  than  the  one  PSNC  had 
negotiated.  "I  urge  you  to  accept  the 
contract  subject  to  negotiation  of  the 
guidelines." 

The  "Yes . . .  but"  brigade  was  led  by  Mr 
Allan  Asher  of  Barking  and  Havering.  He 
appeared  to  have  considerable  support. 
Mr  Trevor  Waller  of  the  same  LPC  said  the 
proposals  were  good  in  parts  but  did  not 
warrant  a  blanket  "Yea"  or  "Nay".  "Room 
must  be  allowed  for  discussion,  proposal 
and  modification,  notwithstanding  the 
pressures  placed  on  us  to  give  an 
immediate  response."  Mr  Waller  wanted 
the  cut-off  number  of  scripts  to  be 
indexed. 


'Guidelines  must 
be  debated  by  the 
whole  profession 
before  any  final 

decision' 

Graham  Fletcher, 
City  &  E  London 


1 

- 

Mr  Graham  Fletcher  of  the  City  and 
East  London  LPC  said  the  package  was 
incomplete  as  it  stood  having  no 
guidelines.  "These  must  be  debated  by  the 
whole  profession  before  any  final  decision 
on  accepting  the  package  is  taken."  But  he 
said  delegates  must  not  ask  PSNC  to 
whitewash  the  guidelines,  or  to  start  again, 
but  to  obtain  a  complete  package. 

Stanley  Bubb  of  Dorset  LPC  said  that 
while  unanimous  in  its  support  of  the  new 
contract,  the  Committee  was  not  happy 
with  it  and  did  not  share  Mr  Sharpe's 
enthusiasm  for  it.  "We  accept  it  in  a  spirit 
of  bitter  regret  and  resignation  as  the  best 
we  are  likely  to  get. 

"Take  it  now  and  take  it  quickly  or  you'll 
get  something  even  worse." 

Geoff  Roberts  of  Kingston  and 
Richmond  LPC  was  also  in  favour  of 
deferring  a  decision  on  "a  skeletal 
package",  pending  guidelines  on  entry, 
rather  than  reject  it.  He  also  wanted  a 
moratorium  on  openings  until  the  contract 
was  agreed. 

Rational  location  and  an  end  to 
leapfrogging  were  within  the  grasp  of  the 
profession,  said  Mr  John  Hewitt  of  Bromley 
LPC.  The  framework  was  there  but  would 
only  be  sound  if  the  guidelines  were 
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"I've  persuaded  him  to  prescribe  for  a  week  at  a  time.' 


appropriate.  "This  contract  could  be 
superb,  it  could  be  disastrous,  it  all 
depends  on  the  unprepared  details." 

Some  speakers  against  the  contract 
wanted  resolution  of  some  of  the  stage  2 
elements  of  the  contract  before  signing 
stage  1.  These  included  Mr  Garner 
(Cornwall  &  Isle  of  Scilly),  Mr  Peter  Tovell 
(Liverpool  LPC)  and  Mr  Stuart  McMillan 
(Lambeth,  Southwark  and  Lewisham 
LPC).  Mr  McMillan  said  the  future  role  of 
the  community  pharmacist  must  be  as  an 
important  member  of  the  primary  health 
care  team.  "We  must  not  jeopardise  this  by 
making  snap  decisions . . ." 

Mr  Kenneth  Rew  of  Gwent  LPC  said  it 
had  voted  marginally  not  to  support  the 
package  on  a  "take  it  or  leave  it  basis." 
There  were  too  many  areas  of  grave 
concern,  he  said,  not  least  the  unseemly 
haste  to  stampede  the  proposals  through 
before  guidelines  had  been  agreed. 

We  do  not  want  pharmacy  to  be  locked 
into  a  time  capsule . . ."  Mr  Rew  asked  if  the 
rights  of  the  27,000  other  pharmacists  on 
the  Register  not  represented  by  PSNC  had 
been  considered.  Would  the  next 
generation  of  pharmacists  be  denied  the 
right  to  establish  a  business  other  than  by 
buying  into  an  ever  decreasing  stock  of 
pharmacies  at  an  enhanced  price? 

Michael  Hirsh  of  Kensington,  Chelsea 
and  Westminster  LPC,  and  a  member  of 
Pharmacists  Against  the  Contract,  said  the 
contract  took  no  account  of  the  changing 
patterns  of  patient  needs  in  the  future.  It 
was  also  a  carte  blanche  for  the 
supermarket.  He  said  there  were 
inequalities  in  the  contract  package  in  the 
way  monies  were  to  be  redistributed.  Mike 
Brining,  financial  executive  PSNC  said  he 
could  not  agree  with  any  of  Mr  Hirsh's 
arguments. 

For  Notts  LPC,  Mr  Donald  Crossland 
said  the  package  could  give  the  profession 
all  it  had  sought  for  years  but  "we  couldn't 
be  sure  without  the  guidelines".  An 
acceptance  in  principle,  subject  to 
negotiation  on  guidelines  could  put  our 
negotiators  in  a  very  difficult  position. 
"We  could  put  David  before  the  Goliath  of 
Government  without  his  sling  —  he  would 


have  his  arm  tied  in  it." 

Why,  if  it  was  going  to  be  so  easy  to 
obtain  satisfactory  guidelines,  should 
there  not  be  short  delay,  Mr  Crossland 
asked.  He  was  not  so  sure  it  would  be  short 


"Could  put  David 
before  the  Goliath 
of  Government  — 
without  his  sling' 
Donald  Crossland 
Notts 


—  Government  had  so  far  proved 
intransigent. 

Mr  Crossland  said  he  was  disappointed 
in  his  colleague  on  the  Suffolk  LPC  who 
saw  Mr  Sharpe  as  a  kind  of  modem  Neville 
Chamberlain  waving  a  piece  of  white 
paper.  It  was  not  Mr  Sharpe  he  did  not 
trust,  but  Government. 

If  he  was  allowed  to  put  an  amendment 
to  the  motion  before  Conference  it  would 
be:  "Conference  urges  PSNC  not  to 
accept  the  contract  package  currently  on 
offer  from  the  DHSS,  until  early  and 
satisfactory  guidelines  for  control  of  entry 
into  contract  have  been  agreed." 

Tony  Fox  of  Essex  LPC  said  that  unless 
guidelines  were  decided  first,  we  might 
lose  our  way  in  the  future  by  mter- 
pharmacy  squabbles  or  stagnation. 
"Where  will  we  be  in  the  21st  century? 
Where  will  the  shopping  centre  of 
tomorrow  be  located  —  on  the  edge  of 
town  or  in  a  shopping  mall?  Who  gets  the 
new  contract  when  three  pharmacists 
apply  —  Mr  Jones,  Mr  Patel  or  Mr 
"Megachemist"?  Is  one  of  them  more 
necessary  or  desirable  than  the  others? 
"Don't  panic.  Wait  for  the  guidelines. 
Listen  to  the  voice  of  the  CCA  pharmacist. 
You'll  be  taking  good  advice." 

Mr  David  Croucher  of  Hertfordshire 
LPC  said  that,  as  an  employee  pharmacist, 
PSNC  was  asking  him  to  accept 
condemnation  to  working  in  a  prescription 
factory  on  a  poorer  salary.  PSNC  did  not 
have  the  right  to  remove  for  ever  certain 
professional  rights. 
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Chairman  of  Essex  LPC,  David  Reid, 
said  his  Committee  had  accepted  the 
package  by  a  small  majority.  But  it  was 
important  to  implement  the  scheme 
quickly  to  stave  the  flood  of  leapfrogging, 
particularly  in  urban  areas.  Mr  Reid  said 
he  deplored  the  fact  that  a  number  of 
speakers  had  not  declared  their  interests. 

Nobody  had  criticised  the  package 
directly,  said  Mr  Sharpe,  the  concern  had 
been  over  the  small  print  or  guidelines. 
Conference  could  be  assured  PSNC  would 
get  the  best  guidelines  possible,  but  they 
could  never  suit  every  contractor. 

Several  speakers  had  asked  for  a 
moratorium  on  openings  before  the  new 
contract  became  operative.  Mr  Sharpe 
said  he  did  not  think  that  was  possible. 
However  he  hoped  to  negotiate  with  the 
DHSS  that  any  contractor  wishing  to  open 
up  in  this  period  would  have  to  show  they 
had  a  prior  financial  commitment  before 
May  31  (seepl321). 

Mr  Sharpe  strongly  advised 
representatives  not  to  abstain  from  voting 
as  a  means  of  saying  "Yes. .  .but". 
Contractors  had  to  make  a  value  judgment 
for  or  against  the  package.  He  would  not 
allow  an  amendment  from  Dengar  Evans 
of  Gwent  LPC  removing  the  words  "in 
principle"  from  the  motion,  or  one  from 
Donald  CrosslaRd  (Notts  LPC)  deferring 
the  decision  until  the  guidelines  had  been 
agreed. 

Conference  decided  on  a  card  vote  by 
show  of  hands,  rather  than  a  secret  ballot, 
and  voted  192:29  in  favour  of  the  motion. 
In  the  event  Mr  Sharpe  did  not  ask  for 
abstentions.  As  242  LPC  reps  were 
expected  at  Conference  21  people  could 
have  abstained  —  PSNC  believes  13  did. 

PGC  to  decide 
at  year-end 

The  secretary  of  the 
Pharmaceutical  General  Council 
(Scotland).  Dr  Colin  Virden,  does 
not  expect  PGC  to  reach  a  decision 
on  the  final  new  contract  package 
until  the  year  end,  following  last 
week's  decision  to  accept  the  broad 
principle  that  rational  location  was 
desirable. 

Dr  Virden  said  the  figures  from  the  cost 
review  for  the  year  April  1,  1984  to  March 
31,  1985  will  not  be  available  till  later  this 
year.  Until  they  are,  it  will  be  impossible  to 
calculate  the  complete  remuneration 
package. 

PGC  expects  the  guidelines  to  be 
settled  before  coming  to  any  decision  on  a 
new  contract  package. 


Prior  financial 
commitment  for 
new  openings 

The  Pharmaceutical  Services 
Negotiating  Committee  has  moved 
quickly  this  week  to  close  the  door 
on  leapfroggers  who  open  up  before 
the  new  contract  is  established  and 
cannot  show  a  "prior  financial" 
commitment  before  May  31. 

PSNC  is  recommending  to  the  DHSS 
that  the  pre-requisite  necessary  for  a 
pharrr  acy  to  avoid  having  to  go  to  the  FPC 
pharmacy  practice  subcommittee  to 
establish  whether  it  is  "necessary  or 
desirable"  is  that  it  must  be: 

a)  Registered. 

b)  Have  an  NHS  contract  and  be  entered 
on  the  pharmaceutical  list. 

c)  Be  functioning  and  dispensing  NHS 
scripts. 

d)  Have  had  a  prior  financial  commitment 
under  the  Law  of  Property  Act  (1925)  to 
purchase  either  freehold  or  leasehold 
premises  before  May  31,  1985. 

In  practice  PSNC  chief  excutive  Alan 
Smith  says  this  means  anyone  owning  a 

PAC  opposition 
continues 

Despite  the  decision  of  the  LPC 
conference.  Pharmacists  Against 
the  Contract  are  to  continue  their 
campaign  of  opposition. 

"We  are  going  to  carry  on  with  our 
media  campaign,"  a  spokesman  told  C&D. 
"We  are  getting  a  lot  of  response,  people 
are  joining  us  every  day,  and  we  believe 
that  because  of  the  action  PAC  has  taken, 
people  are  beginning  to  have  second 

No  offer  yet  to 
NI  contractors 

The  Pharmaceutical  Contractors 
Committee  in  Northern  Ireland  has 
so  far  had  no  formal  offer  of  a  new 
contract. 

Secretary  Mr  T.I.O'Rourke  says  he 
expects  a  package  may  be  put  forward  by 
the  NI  Department  of  Health  and  Social 
Services  in  time  for  the  next  PCC  meeting 
on  July  4. 

Chairman  Mr  LP.  Beagon  says  the 
PCC  is  not  committed  to  accepting  a 


property  or  a  lease  before  May  31,  must  be 
able  to  prove  they  intended  to  open  it  as  a 
pharmacy,  and  be  able  to  do  so  before  the 
likely  new  contract  date  of  October  1 . 

Whether  or  not  the  DHSS  will  give  the 
prior  financial  commitment  element  legal 
teeth  remains  to  be  seen,  but  Mr  Smith 
says  it  is  in  both  the  Government's  and 
PSNC's  interest  that  they  do  so. 

PSNC  and  DHSS  have  already  agreed 
the  guidelines  will  ensure  that: 

(1)  The  criteria  for  judging  whether  a  new 
pharmacy  is  "necessary  or  desirable"  must 
be  described  in  some  detail. 

(2)  The  ability  to  relocate  must  be 
adaptable  to  local  situations  including 
changing  patterns  of  patient  need. 

(3)  There  is  no  delay  in  dealing  with 
applications  to  FPCs  for  new  contracts. 

(4)  The  new  provisions  should  be 
implemented  as  soon  as  possible. 

Mr  Smith  hopes  the  guidelines  will  be 
agreed  by  the  end  of  July. 

Two  LPC  representatives  reported  big 
increases  in  the  number  of  applications  to 
open  up  new  pharmacies  in  their  areas. 
Norman  Sampson,  Leicestershire  LPC, 
reported  a  10  per  cent  increase  in  the 
number  of  applications  to  open  (12)  and 
Mr  P.  Taylor  of  Staffordshire  LPC  said  his 
Commiitee  knew  of  10  applications,  five  of 
which  were  blatant  leapfroggers. 


thoughts."  He  said  the  group  now  has  over 
200  membeis. 

PAC  chairman,  Alan  Nathan,  has 
written  to  the  Prime  Minister  and  to  Health 
Minister,  Kenneth  Clarke,  suggesting  that 
similar  savings  could  be  taken  from  across 
the  profession,  instead  of  making  the 
weakest  and  poorest  pay  for  the  benefits 
that  would  be  coined  by  the  large 
contractors. 

Mr  Harry  Woolf,  the  founder  of 
Underwoods,  said  the  company  was  still 
pursing  both  political  and  legal  avenues. 

Safeways  are  still  not  ruling  out  legal 
action,  and  are  waiting  for  the  guidelines. 


package  based  on  either  the  England  and 
Wales  or  the  Scottish  contract.  They  are 
looking  for  a  separate  policy  for  the 
Province. 

Previously,  settlements  in  Northern 
Ireland  largely  have  followed  Scottish 
agreements. 

There  is  no  Clothier  agreement  in 
Northern  Ireland  and  no  Essential  Small 
Pharmacies  Scheme.  C&D  understands 
around  24  per  cent  of  the  512  contractors 
in  the  Province  would  fall  below  the 
16,000  cut-off  point  negotiated  for 
England  and  Wales. 

Mr  O'Rourke  says  he  expects 
negotiations  to  be  long  and  drawn  out. 
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Ennals  attacks 
VlMr  lisfe  detf 
in  Lords  debate 


The  Government  is  committed  to 
getting  value  for  money  from  the 
NHS  and  the  decision  to  admit  a 
new  pharmacy  to  the  NHS  contract 
should  depend  on  whether  the  local 
population  needs  the  service. 

The  Under  Secretary  for  Health, 
Baroness  Trumpington,  told  the  House  of 
Lords  on  June  19,  that  the  new  contract 
proposals  were  "eminently  sensible."  "The 
needs  of  the  patients  will  be  paramount," 
she  said.  Small  pharmacies  will  be 
supported  where  they  are  essential,  new 
pharmacies  will  have  an  NHS  contract 
where  there  is  a  need  for  them." 

Speaking  earlier  in  the  debate  on  the 
Government's  pharmaceutical  services 
policy,  former  Labour  Health  Minister, 
Lord  Ennals,  said  the  new  contract  was  a 
"dirty  little  deal". 

"We  have  a  narrow  professional  interest 
which  has,  unhappily,  coincided  with  a 
ministerial  interest  —  the  saving  of  £4m," 
he  said.  "It  will  instantly  serve  to  inhibit  the 
setting  up  of  new  pharmacy  business  and 
to  stop  in  their  tracks  those  medium-sized 
companies  which  are  dynamic,  expanding 
and  entrepreneurial." 

In  her  reply,  Baroness  Trumpington 
said  the  Government  was  committed  to 
ensuring  that  the  money  the  taxpayer 
provided  for  the  NHS  was  used  to  best 
advantage.  "What  cannot  be  right  is  that  a 
commercial  judgment  should  provide  free, 
unfettered  access  to  public  funds." 

Lord  Ennals  said  the  new  contract 
would  cause  hardship  to  people  in  small 
towns  and  large  villages  who  had  a 
considerable  distance  to  travel  to  get  their 
prescriptions.  , 

"The  owners  and  assistants  in  any 
pharmacy  close  to  a  doctor's  surgery  are 
less  likely  to  worry  too  much  about  service, 
when  there  is  no  fear  of  competition,"  said 
Lord  Ennals.  "I  am  all  for  encouraging  the 
role  of  the  pharmacist  as  a  health  care 
professional,  assisting  the  consumer  to 
select  particular  medicines.  But  this 
proposal  would  lead  to  fewer  sources  of 
effective  home  medicine  and  of  informed 
advice  on  health  matters  in  areas  away 
from  doctor's  surgeries." 

Lord  Ennals  also  questioned  who  had 
been  involved  in  the  "hatching  up"  of  the 
deal.  He  had  surprised  a  number  of 
pharmaceutical  manufacturers  when  he 
told  them  they  were  to  have  fewer  outlets 
for  their  products.  The  Government  had 
done  enough  damage  to  the  industry  with 
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the  limited  list. 

Baroness  Trumpington  said  that  Lord 
Ennals  well  knew  the  composition  of  the 
PSNC.  "It  has  been  long  established  and 
long  recognised  as  the  body 
representative  of  all  pharmacists  in 
contract  with  the  NHS,"  she  said. 

She  said  that  the  decision  to  discuss  the 
final  offer  and  to  seek  acceptance  of  it  at 
the  LPC  conference  on  June  23  was  made 
by  the  PNSC.  "The  Government  do  not 
wish  to  steamroller  the  profession  into 
accepting  the  proposals  and  have  set  no 
deadline  for  receiving  a  response." 

Baroness  Trumpington  said  that  the 
Government  would  consult  fully  with  the 
PSNC,  the  Society  and  FPC 
representatives. 

"However  the  guidelines  will  make  it 
plain  that  we  expect  FPCs  to  respond 
flexibly  to  local  circumstances. 
Pharmaceutical  services  must  reflect  the 
changing  patterns  of  patient  needs. 
Matters  such  as  relocation  of  premises 
must  be  seen  in  this  context." 

She  discounted  reports  that  thousands 
of  pharmacies  would  disappear  as  a  gross 
exaggeration.  "Patient  services  will  be 
maintained.  Any  prospective  owner  of  a 
business  may  open  wherever  he  chooses.  If 
he  wishes  to  have  an  NHS  contract  he  must 
consider  a  little  more  carefully  the  NHS 
needs." 

Lord  Harris  of  High  Cross 
(Independent)  was  also  critical.  He  would 
not  be  surprised  if  the  LPC  Conference 
voted  in  favour,  since  a  restriction  on 
newcomers  would  confer  a  monopoly 
value  on  existing  pharmacists. 

"Even  if  this  proposed  contract  is 
supported  by  a  majority  of  the  pharmacists 
at  their  conference  on  Sunday,  they  are  not 
entitled  to  sign  away  the  birthright  of 
thousands  of  qualified  and  trainee 
pharmacists  to  open  a  business  at  any  time 
in  the  future,  in  the  light  of  their  own 
judgment  of  the  prevailing  financial 
incentives  and  risks." 

"What  is  proposed  is  certainly  a 
violation  of  common  equity  and  a  restraint 
of  trade,  and  it  may  yet  be  challenged  in 
the  court  as  ultra  vires,  or  on  procedural 
irregularities,  or  on  more  serious 
grounds,"  he  said. 

"The  creation  of  a  chemists'  cartel  is  in 
the  sharpest  possible  contradiction  to  the 
Government's  expressed  support  for 
competition." 

Lord  Harris  said  the  draft  agreement 
was  a  "shabby  breach  of  faith"  by  the 
department.  The  Government  was 
encouraging  "the  worst  kind  of  trade  union 
malpractice  in  pursuit  of  a  closed  shop,  by 
secret  discussions  with  so-called 
representatives  who  have  no  mandate  to 
commit  their  principals." 


Roy  Cast'e,  hough  plastered,  has  seen  the 
light  and  is  taking  part  in  an  Elastoplast 
appeal  for  the  National  Children's  Home 
this  Summer.  More  than  2Vz  million  packs 
are  carrying  a  message  from  the 
entertainer  asking  parents  to  encourage 
their  children  to  join  the  'Action  Bunch'  by 
sending  an  in-pack  leaflet  or  token.  Smith 
&  Nephew  are  donating  50p  for  each 
member,  up  to  £10,000.  In  the  meantime, 
Roy's  still  looking  for  a  plaster  big  enough 
to  cover  that  nasty  in-growing  light  bulb. 


GPs  to  be  paid 
on  performance? 

Doctors'  pay  should  in  some  way  be 
liol  ed  to  their  performance,  the 
Royal  College  of  General 
Practitioners  suggests  in  a 
discussion  document  released  this 
week;  "Towards  Quality  in  General 
Practice". 

"The  poor  doctor  is  protected  by  the 
system  and  the  good  doctor,  however  hard 
he  tries,  is  not  better  off.  The  system  seems 
to  foster  mediocrity  and  protection  of  the 
status  quo,"  says  the  report. 

Performance  review  should  be 
incorporated  into  every  member's 
professional  life,  says  the  College. 

Developing  computerisation  will  be 
essential,  the  College  says.  "Failure  to 
install  and  use  computers  in  general 
practice  within  the  next  five  years  could 
result  in  increasing  isolation  from  the  rest 
of  the  health  service." 

Efficient  running  of  practices  will  be 
important  and  doctors  may  well  need  to 
delegate  management  functions  to  a  non- 
medical practice  manager.  Such  a 
practice  manager  should  be  an  integral 
part  of  the  team,  and  GPs  should  be  able 
to  reward  them  adequately. 

Mansfield,  Notts  District  Council  has 

approved  plans  for  a  health  centre  on  the 
site  of  a  former  Congregational  Church  at 
the  junction  of  Wood  3treet  and  Westfield 
Lane,  Mansfield. 
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Will  guidelines 
hit  Great 
Wakering  *2'? 

The  need  for  a  prior  financial 
commitment  for  new  pharmacies 
proposed  by  the  PSNC  (see  pi 321 ) 
could  well  jeopardise  the  prospects 
for  a  second  pharmacy  in  Great 
Wakering. 

Mr  Shailendra  Shah  has  applied  for  a 
contract  for  premises  at  211  High  Street  in 
the  village.  C&D  understands  that,  at 
present,  there  is  nothing  standing  at  this 
address,  which  is  less  than  half  the 
distance  to  the  local  doctor's  practice,  of 
the  existing  pharmacy  of  Mr  Lawrence 
Collin.  Mr  Shah  told  C&D  that  he  was 
searching  for  suitable  premises  in  the 
village. 

The  application  has  been  referred  to 
the  Rural  Dispensing  Committee  (last 
week,  pl270),  but  matters  could  be 
complicated  further  by  a  challenge  on  the 
nature  of  the  area,  at  present  classified  as 


"rural,"  by  the  Local  Pharmaceutical 
Committee. 

Mr  Miall  James,  the  secretary  of  Essex 
LPC,  says  a  decision  on  whether  to  appeal 
has  been  deferred  until  a  full  meeting  of 
the  Committee  "because  of  the 
personalities  involved."  He  said  he  thought 
it  likely  that  the  Committee  would 
challenge. 

If  Great  Wakering,  population  5,000, 
was  to  be  designated  an  urban  area,  Mr 
Shah's  application  would  then  be  covered 
by  the  new  contract  arrangements,  and 
would,  presumably,  have  to  be  considered 
by  a  pharmacy  practice  subcommittee  set 
up  by  the  Family  Practitioner  Committee. 

Mr  Collin  achieved  notoriety  when  he 
broke  the  "gentleman's  agreement"  on  a 
rural  dispensing  standstill  by  opening  a 
pharmacy  in  Great  Wakering. 

Ever  since  he  arrived,  a  group  called 
the  Right  of  Choice  has  been  collecting 
prescriptions  from  the  doctor's  practice 
and  ferrying  them  to  pharmacies  outside 
the  village. 

Mr  Shah  says  that  judging  the  number 
of  prescriptions  dispensed  outside  Great 
Wakering,  a  second  pharmacy  is  needed 
in  the  village. 


Training  days 
for  pharmacists 


In  the  future,  10  or  12  days  a  year 
should  be  recognised  training  days 
for  pharmacists,  says  Dr  Brian 
Veitch,  regional  pharmaceutical 
officer,  Oxford  RHA. 

Addressing  a  United  Kingdom 
Clinical  Pharmacy  Association  meeting  in 
London,  last  week,  Dr  Veitch  gave  his 
view  of  the  future  training  needs  of  the 
profession. 

Doing  a  bit  of  crystal  ball  gazing,  Dr 
Veitch  said  that  community  pharmacists 
should,  in  20  to  30  years  time,  have 
consulting  rooms  with  closed  circuit 
television  for  checking  prescriptions 
being  dispensed  by  technicians. 

And  he  predicted  that  community 
pharmacists  may  be  using  portable 
computer  data  banks. 

Professor  George  Teeling  Smith, 
director  of  the  Office  of  Health 
Economics,  outlined  four  threats  he  saw 
facing  pharmacy. 

The  first  was  what  he  called  the 
"hospital  supply  council  mentality." 
Supplies  officers  in  hospital  were  taking 
more  of  an  interest  in  buying 
pharmaceuticals,  Professor  Teeling  Smith 
said.  But  drugs  are  not  ordinary 
commodities,  like  hospital  beds,  and 
treating  them  as  such  could  be  very 
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dangerous,  he  thought. 

The  second  threat  was  the  failure  to 
push  the  value  of  drugs  in  terms  of  their 
benefits  to  the  quality  of  life,  something 
Professor  Teeling  Smith  was  himself 
particularly  interested  in. 

The  third  threat  was  exemplified  by  the 
resistance  to  original  pack  dispensing, 
and  the  idea  that  most  people  would  get 
better  anyway  without  medicines. 

The  last  threat  facing  the  profession 
was  that  in  the  back  of  the  Prime  Minister's 
mind  was  the  idea  that  the  professions 
were  in  some  way  irrelevant,  Professor 
Peeling  Smith  said. 

Mr  J.  A.  Wandless,  principal 
pharmacist,  hospital  section,  DHSS, 
talked  about  transferring  resources  from 
hospital  to  the  community  and  schemes 
that  have  been  set  up  to  look  at  costs  and 
methods  for  such  changes.  Some  hospitals 
are  not  taking  services,  such  as  those 
offered  by  dieticians,  to  the  community. 
There  are  also  moves  to  close  down  mental 
hospitals  and  move  patients  back  into  the 
community,  Mr  Wandless  said.  The 
Government  has  £16m  in  a  centrally 
reserved  fund  for  such  schemes.  There 
must  be  implications  for  pharmacy  here." 

Awards  for  vaccine  damage  to  children 
have  been  made  in  803  cases  up  to  June  18 
this  year,  Ray  Whitney,  Under  Secretary 
at  the  Department  of  Health,  told  the 
Commons  last  week.  The  DHSS  intends  to 
increase  the  payment  to  £20,000. 


not  drugs;  PAGE 

A  limited  list  based  on  negative 
indications  rather  than  drugs  would 
be  more  in  patients'  interests, 
according  to  the  Proprietary 
Association  of  Great  Britain. 

In  its  annual  report  the  Association 
says  that  prescribing  restrictions  based  on 
indications  would  remove  any  element  of 
discrimination  between  individual 
products,  and  more  importantly,  enable 
doctors  to  exercise  clinical  judgement  for 
each  individual  case. 

A  major  drawback  of  the  UK  system  is 
that  because  a  single  drug  can  be  used  for 
both  self-limiting  and  more  serious 
illnesses,  patients  may  well  be  confused 
when  they  are  told  that  a  medicine 
previously  prescribed  for  a  more  serious 
condition  can  be  bought  from  a  pharmacy 
OTC.  And  yet,  says  the  report,  these 
medicines  will  not  be  labelled  for  use  in 
treatments  for  which  they  would  have  been 
prescribed  but  for  self-treatment 
conditions.  The  PAGB  suggests  the 
regulations  governing  these  labelling 
requirements  must  be  given  careful 
consideration  if  the  needs  of  the  public  are 
to  be  reconciled. 

The  report  calls  for  scrutiny  of 
indications  as  well  as  ingredients  when 
products  are  considered  for 
reclassification  from  POM  to  P. 

"Clearly  the  indictions  thought  suitable 
for  self  medication  require  scrutiny  to 
ensure  they  confine  to  reflect  the  ability  of 
consumers  to  recognise  and  treat 
conditions  themselves.  This  will  ensure 
efficient  use  of  medical  resources.  UK 
regulations  need  to  preserve  this  ability  so 
that  non-prescription  medicines  satisfy 
consumer  needs  and  allow  the  industry  to 
invest  in  the  development  of  new  products 
which  take  account  of  changing 
circumstances." 


Todays  advice 


Consumers  can  now  have  their  questions 
about  the  Today  contraceptive  sponge 
answered  by  an  advisory  panel,  set  up  by 
the  makers  VLI  Corporation. 

Inquiries  will  be  dealt  with  by  a 
qualified  family  planning  nurse.  And  the 
panel  will  provide  a  free  12  page  booklet 
on  the  sponge  giving  detailed  advice  and 
instruction  on  its  use. 

Women  are  invited  to  contact  the 
panel  at  PO  Box  415,  Chipperfield,  Kings 
Langley,  Herts  WD4  9PF. 
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NEWS        ■■  TOPICAL  REFLECTIONS 

by  Xroyser 


April  scripts 
down  l.Spc 

Prescription  numbers  were  down  1 .5 
per  cent  in  April  compared  to  April 
last  year,  according  to  estimates 
horn  the  Prescription  Pricing 
Authority. 

If  normal  trends  had  prevailed  a  2  per 
cent  increase  for  April  might  have  been 
expected  compared  to  the  same  time  last 
year,  a  spokesman  for  the  Authority  told 
Chemist  <S  Druggist. 

The  comparison  with  April  1984  is 
probably  more  reasonable  than  a 
comparison  with  March  this  year  because 
of  the  other  confusing  factors  such  as  the 
prescription  charge  increase  and 
anticipated  effects  of  the  limited  list,  the 
spokesman  said. 

Firm  figures  for  April  script  numbers 
will  be  known  around  the  middle  of  July. 

In  March,  chemists  and  appliance 
suppliers  in  Northern  Ireland  dispensed 
1,352,852  prescriptions  (832,176  forms) 
with  a  gross  cost  of  £6,245,547.86  and  an 
average  cost  of  £4.62. 


PL(PI)  delays 

The  Department  of  Health  says  that  the 
need  to  ensure  the  bioeguivalence  of 
parallel  imported  products  with  those 
marketed  in  this  country,  is  delaying  the 
processing  of  a  number  of  applications  for 
PL(PI)s. 

In  a  letter  to  all  applicants  for  PL(PI)s, 
the  DHSS  says  that  anticovulsant  and  anti- 
arrhythmic products  provide  two 
examples  where  bio-eguivalence  is 
critical. 

"For  these  products,  in  the  interests  of 
the  patient,  it  is  essential  that  the  product 
dispensed  should  be  bioeguivalent  to  that 
prescribed.  Any  suggested  substitutes 
need  expert  professional  advice." 

The  DHSS  says  that  a  total  of  1,900 
applications  have  been  received,  with  90 
so  far  approved,  out  of  the  450  cleared. 


Debendox  clear 

Further  evidence  that  Debendox  did  not 
cause  birth  defects  came  in  an  American 
Court  case  last  week,  say  manufacturers 
Merrell  Dow. 

A  jury  found  in  the  Superior  Court  of 
the  State  of  California,  County  of  Santa 
Clara,  that  Debendox  did  not  cause  the 
birth  defects  of  11  year  old  Marco  Cordova 
of  Watsonville,  California,  whose  mother 
took  the  medicine  during  pregnancy. 


Edging  into 
electricals 

I  heaved  the  last  of  my  electricals  out  ten 
years  ago  having  caught  the  cold  of  all 
time  when  the  local  Boots,  Currys,  Argos 
and  Comet  decided  to  have  a  price  war.  I 
vowed  "Never  again". 

But  last  Christmas  I  saw  a  bargain  buy 
in  travel-pack  hair  dryers  and,  to  my 
pleasure  and  my  staff's  surprise,  we  sold 
the  lot. 

Prompted  by  the  feature  in  last  week's 
C&D  I  am  tempted  now  to  try  extending 
the  range  a  little.  I'm  not  going  to  rush  into 
any  starter  pack  deal  although  it  may  have 
attractions  to  some.  I  will  build  onto  my 
existing  hair  treatment  department  which 
is  already  a  good  money  spinner  by 
establishing  a  display  of  heated  hair 
brushes  and  rollers  together  with  two  or 
three  different  hair  dryers.  If  these  sell, 
and  at  the  prices  I  am  guoted  I  think  I  shall 
be  reasonably  competitive,  I  shall  go  for 
variety  of  stock,  loolgng  towards  a  bigger 
Xmas  range  which  could  include  a  few 
shavers  as  well. 

A  nice  thing  about  Boots  is  their 
marketing  policies  which  allow  me  to 
browse  at  will  in  their  department  stores 
and  note  their  range  and  price  structures. 
Like  the  girls  in  the  test  samples  guoted 
last  week,  I  was  under  the  impression  their 
prices  were  competitive,  but  find  I  can 
match  them.  Their  reputation  for  good 
value  is  something  I  think  they  are  coasting 
on.  It  was  built  on  value  for  money  and, 
back  in  the  good  old  days,  on  the  high 
guality  of  personal  involvement  by 
gualified  staff.  In  their  shoes  I  would 
ponder  recurrent  comment  from  their 
customers.  "So  many  of  them  (the  staff) 
don't  know  what  they're  talking  about". 

So  far  as  I  am  concerned  it  is  a  fact  on 
which  I  capitalise  to  the  maximum.  I  have 
been  in  my  present  business  for  years  and 
have  established  that  intangible  known  as 
trust.  If  I  say  an  item  is  OK  people  believe 
me.  You  can  bet  I  am  careful  about  what  I 
recommend.  As  an  independent  you  have 
the  edge.  .  . 


FPCs  —  a  duty 
to  serve  

While  we  knew  the  FPCs  were  to  become 
autonomous  bodies  under  the  new 
legislation  it  was  not  until  we  read  Jean 
Rothwell's  article  (C&D  June  22,  page 
1287),  giving  detail  to  the  general  picture 
that  the  realisation  of  what  it  could  mean 


sank  in. 

It  is  as  well  we  have,  I  hope,  managed 
to  secure  limitation  of  contract,  and 
ourselves  are  pointing  towards  a  rational 
distribution  of  pharmacies,  since  it  will 
become  a  prime  responsibility  of  the  newly 
constituted  FPCs  to  ensure  the  provision  of 
services  where  they  are  needed. 

While  subcommittees  responsible  for 
new  contracts  will  reguire  good  cases 
made  in  future  by  hopefuls  who  want  to 
open,  they  may  well  be  within  their  rights 
to  put  pressure  on  established  contractors 
to  resite.  They  are  now  responsible  for  the 
gross  monies  spent,  and  are  reguired  to 
plan  and  provide  full  services  for  the  areas 
they  serve. 

Advertising:  an 
illumination 

The  NPA  advertising  programme, 
fortunately  now  recognised  by  the  most 
chicken-hearted  conservative 
reactionaries  as  of  tremendous  value  in 
awakening  a  public  awareness  of  our  value 
to  the  community,  has  also  alerted  others 
of  our  true  worth.  How  else  can  you 
explain  the  flush  of  f reeby  magazines 
aimed  at  us? 

What  beats  me  is  the  naivety  of  the 
advertisers  who  put  up  the  money  for  these 
exercises  in  futility.  Surely  someone  ought 
to  tell  them  no  pharmacist  or  manager 
claiming  to  be  halfway  employed  is  going 
to  waste  much  time  reading  glossy 
duplicates  of  ads  or  information  which  is, 
or  should  already  be,  published  in  the  only 
two  magazines  the  pharmacist  has  to  read? 

But  I  have  just  heard  of  a  new 
development  from  one  of  the  firms 
currently  running  a  series  of  these 
freebies.  It  proposes  to  sign  pharmacies  up 
in  a  contract  deal  which  involves  our 
hiring  one  of  those  illuminated  running 
window  signs,  (similar  in  design  to  that 
offered  by  the  NPA  for  about  £100).  For  a 
period  of  several  years  the  company  will 
pay  the  user  a  reverse  rental  to  allow  it  to 
use  the  sign  continuously  night  and  day  for 
a  repeated  series  of  messages  from  various 
advertisers,  interspersed  with  the 
proprietor's  own  copy. 

Effectively  to  cost  you  about  £100  for 
the  first  year,  and  produce  a  profit  in 
subseguent  years.  Think  about  it.  Do  you 
think  it  a  proper  use  of  our  premises  to  be 
tied  for  years  on  end  to  a  contract  to  allow 
an  illuminated  sign  in  your  windows, 
carrying  messages  day  and  night  from  any 
advertiser  who  wants  to  tie  up  with  the 
advertising  agency  who  will  be  managing 
the  scheme? 

Not  for  me... 
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POND'S 
DRY  SKIN  CREAM... 


POND'S 


Dry  Skin  Cneai 

the  skii  niaiitain 
itsmoistucUiLiixt' 


...BACK  ON  TV 

❖  POND'S  Creams  grew  by  19%  in  1984  -  twice  as  fast  as  the  market. 

❖  £1.8m  TV  advertising  campaign  commencing  July  15th,  features  POND'S  Dry  Skin 
Cream  and  will  guarantee  even  faster  growth  during  1985. 

❖  This  summer  POND'S  Cream  are  giving  away  'Free  Romance'  with  an  offer  of  one 
of  four  free  novels  from  the  Mills  and  Boon  library,  with  any  two 

POND'S  Creams  proofs  of  purchase. 
A  range  of  four  creams  developed  for  all  skin  types  - 


PCJNtB 


check  your  stocks  now! 


POND'S  is  a  registered  trademark  of  Chesebrough-Pond's  Ltd. 


COUNTERPOINTS 


Cap  it  with 
Night  Nurse 


Night  Nurse  is  being  launched  in  capsule 
form  —  the  first  night-time  cold  relief 
product  in  capsule  form,  say  Beecham. 

A  pharmacy-only  product,  the 
formulation  is  based  on  the  active 
ingredients  of  the  liquid  preparation .  The 
capsules  (10,  £1.29)  contain  paracetamol 
BP  250mg,  promethazine  hydrochloride 
BP  lOmg  and  dextromethorphan 
hydrobromide  BP  7.5mg.  The 
recommended  dose  is  two  capsules  just 
before  bedtime  for  adults,  and  for  children 
6-12,  one  capsule. 

The  launch  will  be  supported  by 
£600,000  of  seasonal  national  television 
advertising. 

The  packaging  of  the  product  follows 
the  livery  of  Night  Nurse  liquid  and  the 
packs  are  being  distributed  in  pre-packed 
counter  units  holding  14  packs. 


Beecham  say  the  Night  Nurse  name  is 
particulary  strong  and  will  provide  a  firm 
base  for  the  launch  of  the  capsules.  Night 
Nurse  liquid  is  currently  worth  some  £2m 
at  rsp.  The  company  anticipates  a  strong 
consumer  response  to  the  product  and 
says  that,  following  the  launch  of  capsules 
last  year,  Day  Nurse  saw  a  volume  sales 
increase  of  125  per  cent,  including  an 
improvement  in  sales  of  liquid  form. 
Beecham  Proprietary  Medicines, 
Beecham  House,  Great  West  Road, 
Brentford,  Middlesex  TW8  9BD. 


Comf  ier  aids 
from  Slipad 


Peaudouce  have  redesigned  their  Slipad 
incontinence  aid,  introducing  re-sealable 
tabs  and  multi-strand  elastication  (four 
strands  instead  of  one  around  each  leg). 
"These  changes  will  give  the  user 
increased  confidence  and  improved 
comfort,"  say  Peaudouce. 

The  company  has  produced  a  booklet 
called  'The  considerate  solution  to 
incontinence"  offering  practical  advice 
and  helpful  addresses.  Free  copies  are 
available  from  Department  14,  Peaudouce 
(UK)  Ltd,  Eye  Park  Industrial  Estae,  Rye 
Road,  Hoddesdon,  Herts  EN11  0EL. 

Nicholas  go  for 
better  buy 

In  the  wake  of  the  limited  list  Nicholas 
Laboratories  have  restructured  their 
Polycrol  range  to  make  it  easier  to  buy  the 
products  over  the  counter. 

Polycrol  gel  300ml  and  Polycrol  gel 
forte  have  been  reduced  in  price  to  £1 .85 
rsp. 

Two  consumer  packs  of  Polycrol  forte 
tablets  are  now  available:  a  12  tablet  pack 
retails  at  £0.79,  and  a  30  tablet  pack  costs 
£1.85.  The  120  tablet  pack  can  still  be 
bought  for  £4.96.  Polycrol  tablets  now  sell 
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at  £0.79  for  20. 

'The  revised  prices  and  packs  enable 
the  consumer  to  purchase  worthwhile 
quantities  of  Polycrol  for  less  than  the 
script  charge,"  says  the  company. 

Profit  on  return  is  maintained  at  33  per 
cent  and  details  of  introductory  bonus 
offers  are  available  from  company 
representatives  or  direct  from  Nicholas 
Laboratories  Ltd,  225  Bath  Road,  Slough, 

BerksSL14AU.  

Chewable  vitamin  C  tablets  300mg  (30, 
£1.38)  are  now  available  from  Vitalife  Ltd, 
291  CncklewoodLane,  London  NW22JL. 


Sangers'  own 
label  nappies 

Sangers  Pharmaceuticals  have  launched 
their  own  range  of  all-in-one  disposable 
nappies. 

They  come  in  one  size  —  for  babies  of 
201bs  and  over  (toddler)  —  presented  as 
"regular"  (10s,  £1.09;  30s,  £3.21)  or 
"super"  (10s,  £1.25;  30s,  £3.67).  Both  types 
have  elasticated  legs  but  the  "super" 
nappies  are  made  of  thicker  material  and 
have  re-sealable  tapes. 

Orders  for  four  cases  will  qualify  for  an 
entry  in  a  free  draw  for  a  colour  14in 
television,  say  Sangers.  For  orders  in 
excess  of  four  cases  each  multiple  of  four 
will  qualify  for  an  extra  entry. 

The  disposable  nappies  are  for 
distribution  in  Northern  Ireland  only, 
available  from  Sangers  Pharmaceuticals, 
2  Prince  Regent  Road,  Belfast  BT5  6QX. 


Acid  test  for.,. 

Sterling  Health  are  launching  a  £400,000 
national  television  advertising  campaign 
next  month  to  back  their  Cymalon 
product. 

The  advertisement  will  highlight  the 
pain  caused  by  cystitis  using  an  indicator 
test  to  show  a  sachet  of  Cymalon  removing 
"acid"  from  test  paper. 

The  campaign  runs  for  16  weeks  from 
July  8  and  will  reach  over  60  per  cent  of 
the  product's  target  audience  —  20  to  34 
year  old  housewives,  say  Sterling  Health, 
1  Onslow  Street,  Guildford,  Surrey  GUI 
4YS. 


Mac  Extra  gets 
serious 


Beecham  Proprietaries  are  extending  their 
Mac  range  of  medicated  confectionery 
with  Mac  Extra,  a  GSL  product  which  will 
be  positioned  at  the  top  of  the  "serious" 
throat  lozenge  market. 

Mac  Extra  lozenges  contain 
hexylresorcinol,  a  local  anaesthetic,  and 
are  blister-packed  (24,  £0.85),  which 
Beecham  say  will  emphasize  the  serious 
medical  nature  of  the  product. 

A  £500,000  advertising  campaign  of 
20-second  commercials  on  national 
television  at  peak  season  will  support  the 
launch.  Beecham  say  there  is  an 
increasing  differentiation  by  consumers 
between  medicated  confectionery  and 
"serious"  medicated  lozenges.  And  Mac's 


wide  consumer  reputation  will  provide  a 
farm  base  for  the  launch  of  Mac  Extra,  into 
a  market  the  company  estimates  at  £46m 
rsp,  growing  17  per  cent  per  annum. 
Beecham  Proprietary  Medicines, 
Beecham  House,  Great  West  Road, 
Brentford,  Middlesex  TW8  9BD. 
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GUESS  WHO'S  DOING 

A  BIG  NUMBER 
ON  THE  BOX  AGAIN? 


■  |  |  |  | 

Cream  Silk,  the  leading  conditioner! 

Cream  Silk  is  continuing  its  52. 3m  advertising  spend  with 
an  exciting  national  TV  campaign  this  summer. 

What's  more,  the  No.  1  conditioner  will  feature  in  Women's  I 
Press  throughout  1985  -  what  else  would  you  expect  from  the 
biggest  advertising  spender  in  the  market? 

So  make  sure  you  stock  all  five  and  give  your  profits  the  f 
advantage  of  big  numbers! 


ROM  THE  BIGGEST  NAME  IN  TOILETRIES.  ELIDA  GIBBS 
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COUNTERPOINTS 


The  Secrets  are  out  for 
White's  revamp 


:1i  1!  @i  m 


Lilia  White  are  extending  the  Dr  White's 
range  to  include  an  individually  wrapped 
slim  towel,  Secrets,  and  are  relaunching 
their  press-on  towel,  Panty  Pads. 

These  developments  which  form  phase 
two  of  the  Dr  White's  new  strategy, 
heralded  by  the  introduction  of  Maxi 
earlier  this  year,  will  be  supported  by  an 
advertising  and  promotions  spend  of  £2m. 

Dr  White's  Secrets  is  a  full  absorbency, 
slim  press-on  towel  designed  for  women 
with  a  light  to  medium  period  flow.  Special 
features  include  rounded  ends,  a  plastic 
shield  and  a  full  length  adhesive  strip. 

The  towels  are  available  in  a  clear 
outer  with  the  Dr  White's  stripe  in 
burgundy,  with  individual  packaging  in 
one  absorbency  and  packs  of  10s  (£0.57) 
and  20s  (£1 .05),  carrying  15p  and  30p 
coupons  respectively.  A  sampling 
campaign  will  be  targetted  against  half  a 
million  potential  users. 

A  £'/2m  advertising  campaign  starts  in 
the  women's  Press  in  August  aimed  at  15  to 
25  year  old  girls. 


The  market  for  discreet  towels  has 
grown  in  volume  by  150  per  cent  since 
1980  and  is  now  estimated  at  £7m  say  Lilia 
White,  who  predict  that  it  will  double  in 
size  again  by  1990. 

Lilia  White  have  relaunched  Dr 
White's  Panty  Pads  with  product 
improvements  making  it,  they  say,  the  best 
mainstream  towel  available  for  women 
with  light,  medium  or  heavy  periods. 

The  launch  is  being  backed  by  an 
advertising  and  promotional  spend  of 
£1 .75ra  and  will  feature  in  specific 
advertising  in  women's  Press  as  well  as 
benefitting  from  the  £  1.5m  spend  on  the  Dr 
White's  range.  This  will  include  a  women's 
Press  campaign  and  sampling.  Changes 
include  rounded  ends,  pink  leak-proof 
shield  and  two  widely  spaced,  full  length 
adhesive  strips. 

The  revamped  product  will  be 
packaged  in  the  range  style  with  the  Dr 
White's  stripe  in  orange.  The  previous 
absorbancy  colours  of  orange  for  regular 
and  purple  for  super  have  been  retained 


as  has  the  feather  symbol.  The  launch 
promotion  will  include  price  marked 
packs  and  money  off  next  purchase 
coupons.  Launch  prices  will  be  10s,  £0.55 
for  regular,  £0.59  for  super  with  lOp  off 
next  purchase,  and  20s,  £0.99  and  £1.09 
with  20p  off. 

To  increase  trial  of  Lil-lets  mini 
tampons  by  young  girls,  £250,000  has 
been  allocated  to  teenage  Press 
advertisements  using  photo-story  themes. 
The  product  features  a  free  pop  record 
offer  through  which  applicants  can  obtain 
a  free  single  of  their  choice  from  the  top 
40. 

The  company  is  launching  a  new  Lil- 
lets  booklet  designed  for  the  mothers  of 
young  girls  —  "Introducing  your  daughter 
to  womanhood"  will  be  supported  by  two 
offers  in  consumer  magazines.  Lilia  White 
Ltd,  Alum  Rock  Road,  Birmingham  B8 
3DZ. 


Macleans  in  the 
family  way 


■■madeam 


Beecham  are  relaunching  Macleans 
toothpaste  with  new  carton  designs,  £2. 5m 
of  national  television  advertising  with  new 
commercials,  and  a  heavyweight  in-store 
promotional  programme  featuring  extra- 
free  offers. 

Both  the  advertising  and  the  carton 
designs  have  been  developed  to 
communicate  the  decay  reduction  benefits 
of  the  Macleans  formula,  say  Beecham. 

The  company  says  an  independently 
conducted  trial  proved  Maclean  fluoride 
plus  calcium  GP  formula  was  unbeatable, 
and  the  new  cartons  have  a  more 
aggressive  "unbeatable  decay  prevention" 
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claim  on  pack. 

A  £1.5m  burst  of  national  television 
advertising  will  break  in  mid-August 
featuring  the  new  approach.  This  will  be 
accompanied  by  a  second  £lm  burst 
concentrating  on  the  child-orientated 
mildmint  variant.  Detailed  plans  for  the 
advertising  have  yet  to  be  finalised. 

There  will  be  20  per  cent  extra-free 
added  value  offers  flashed  on  the  large 
(50ml)  size  carton  and  on  the  giant  (125ml) 
size.  In  addition,  a  free  30ml  tube  will  be 
enclosed  in  special  175ml  family  size  and 
in  150ml  Vosene.  And  30ml  trial  tubes 
flashed  with  a  19p  price-mark  will  be 
available. 


Beecham  say  that  the  relaunch  will  be 
a  further  refinement  of  the  brand's 
traditional  "family  strategy". 

Young  families  are  the  most  influential 
consumer  group  in  the  toothpaste 
business,  accounting  for  almost  two  thirds 
of  UK  sales.  The  1985  relaunch,  say 
Beecham,  includes  some  small  physical 
changes  which  are  significant  for  this 
group  —  the  introduction  of  child- 
preferred  flavours  and  the  reduction  of 
past  density  to  make  tube  squeezing  easier 
for  children.  Only  the  economy  size,  now 
75ml,  will  be  in  an  aluminium  tube. 
Beecham  Toiletries,  Beecham  House, 
Great  West  Road,  Brentford,  Middlesex. 


ON  TV 
NEXT  WEEK 


GTV  Grampian 
B  Bordei 
CCenlra] 

CTV  Channel  Islands 
LWT  London  Weekend 
C4  Channel  4 

U  Ulsler 
G  Granada 
A  Anglia 
TSWSoulhWesI 
TTV  Thames  Televisic 
Bl  TV-am 

STV  Scotland 
Central 
Y  Yorkshire 
HTV  Wales  Si  West 
n    TVS  South 
TTTyneTees 

Aller-eze: 

All  areas 

Aliacite  Plus: 

C,A,HTV,C4 

Anne  French: 

Bt 

Askit  Powders: 

STV 

Beecham  Slazenger  Sport  range:  All  areas 
Bic  razor:  All  areas 

Bisodol:  All  areas,  C4(ITV) 

Braun  Independent  curling  brush  and  tongs: 

All  except  TSW 

Bristol  Myers  Mum:  All  areas 

Caladryl:  TVS 


Calgon:  A,TVS,ITV 
Chesebrough  Ponds  dry  skin  cream: 

STV,G,C,A,TVS,rrV 

Clairol  Loving  Care:  All  areas 

Combe  Lady  Grecian:  All  ex  CTV,TTV,Bt 

Farley's  rusks:  All  areas,  Bt 

Immac  U,Y,A,TSW,C4 

Imperial  Leather:  All  areas 
loop's  health  salts:  BTV,TTV,C4(TT,BTV) 

Kenwood  Spring:  Bt 

Kodak  films:  All  areas 

Linco  beer  shampoo:  All  areas 

Listerine:  G,LWT,TT 

Mennen  Speedstick:  All  areas 

Migrolift:  Y,C4(Y) 

Optrex:  All  areas 

Sergeant's  Rug  Patrol:  Y 

Signal  toothpaste:  C,TTV 

Vaseline  petroleum  jelly:  Bt 

Wisdom  toothbrushes:  All  areas 
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Super  Offer. 

Super  Pack. 
Super  Wipe. 

Super  Softies! 


From  July  to  October  New  Super  Softies  have  a  unique  free  offer! 
Four  big,  soft  play  cubes  illustrated  by  Dick  Bruna  for  just 
4  proofs  of  purchase  plus  postage. 

Super  Wipes! 

New  Super  Softies  have  been  improved  to  be 
even  milder,  even  gentler  for  baby's  delicate 
skin.  The  packaging  has  been  redesigned 
and  updated  too.  Every  Mum  will  know 
that  New  Super  Softies  care  even  more. 

Super  Sales! 

Unique  free  offer,  new  presentation, 
biggest  baby  wipe  now  even  milder, 
plus  colour  advertising  in  the  Mother  & 
Baby  press  ...  it  all  adds  up  to  bigger- 
than-ever  soaring  sales. 
Stock  high  and  build  up  your  display 
of  New  Super  Softies. 


(Sterling  Health) 

\four  Family  Health  Service. 


'-  MercisBV  1963.  '64.  67  .  68.  '69.  71.  72   Wet  Ones  SUPER  SOFTIES  is  a  registered  trade  mark 
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;>r  Cow  &  Gate,1984 was 
particularly  goodyear. 

/a  A  bottle  of  Cow  &  Gate 
W Premium  or  Plus  has  always 
gone  down  well  at  mealtimes. 

There  was,  however,  a 
subtle  difference  about  last 
years  vintage. 

In  1984,  Premium  and 
Plus  went  into  tins.  (Over 
75%  of  the  babymilks  market 
is  now  represented  in  tins . 
And  over  20%  comes  in  the 
more  economical 
900  g  size.) 
As  a  result,  our 
babymilks  increased  their 
market  share  by  8%*  in  the  first  six  months. 
We  were,  in  fact,  the  only  brand  to  show  an 
increase  at  all.  Just  the  sort  of  upward  trend  you've 
come  to  expect  from  the  babyfeeding  specialists. 
Ourbabymeals  and  ready-to-drink  | 
juices  are  leading  the  way  in 
their  market  sectors. 

So  were  very  pleased  w 
to  say  that  lots  of  your  customers  are 
%JHUg     thriving  on  Cow  &  Gate. 

'***--^  (Cote  As  are  lots  of  chemists 

The  Babyfeeding  Specialists,  and  grocers. 

Cow  &  Gate  Ltd,  Trowbridge,  Wiltshire,  independent  Market  Research. 


PLUS 


PUJS 


A  Sure  winner 
from  Elida? 

Sure  solid's  success  over  its  first  year  has 
convinced  Elida  Gibbs  to  introduce  a 
variant  exclusively  for  men. 

Available  next  month,  the  pack  (£1 .59) 
will  appear  in  black,  red  and  white  livery 
designed  to  match  its  aerosol  "brother". 

Sure  for  Men  aerosol  is  the  most 
successful  and  fastest  growing  product  in 


the  range,  according  to  Elida.  "The  timing 
is  right  for  a  solid  counterpart"  says  senior 
product  manager  Rosalyn  Merfield. 

They  claim  brand  leadership  among 
solids  for  Sure,  taking  36.5  per  cent  of 
sales  across  the  £9m  sector,  compared 
with  Old  Spice's  25.3  per  cent. 

Elida  point  out  that  solids  now  account 
for  over  40  per  cent  of  the  American  anti- 
perspirant/deodorant  market,  with  70  per 
cent  of  users  —  male. 

The  Sure  collection  will  be  backed  by 
a  £2 '/2  m  promotional  campaign  this  year, 
£200,000  of  which  will  go  on  a  national  , 
Adshel  campaign  pushing  the  new 
variant.  Hoardings  near  major  multiple 
retailers  will  be  used.  A  total  of  £850,000 
will  be  spent  on  solid  products. 

During  the  launch  of  Sure  Solid  for 
Men,  20p-off-next-purchase  coupons  will 
appear  on  both  aerosol  and  solid  packs. 
Elida  Gibbs  Ltd,  POBoxlDY,  Portman 
Square,  London  W1A  1DY. 


Soften  up 


Free  sachets  of  Chesebrough-Pond's  skin 
softener  will  appear  on  200ml  and  300ml 
bottles  of  the  company's  creme  bath. 


The  cocoa  butter  softener  is  designed 
to  be  used  with  the  creme  bath.  Pond's 
cocoa  butter  range  will  get  £2m  support 
in  '85.  Chesebrough-Pond's  Ltd,  PO  Box 
242,  Consort  House,  Victoria  Street, 
Windsor,  Berks. 


Launches  for 
Heather  House 


Celandine  and  Heathertone  are  two  skin 
care  and  bath  product  ranges  supplied  by 
Heather  House. 

The  Celandine  products  range  from 
£3.95  (pumpkinseed  shampoo,  250ml,  and 
hair  conditioning  rinse,  250ml)  to  £7.65 
(camomile  Roman  and  American 
peppermint  toning  lotions,  each  250ml). 

Heathertone  products  range  from  pine 
bath  additive  (£3  for  250ml)  to  lemon  grass 
massage  cream  (£7.45  for  500g).  Heather 
House  Ltd,  Australasia  House,  4  Castle 
Street,  Farnham,  Surrey  GU97HR. 


Gel  together 


Shulton  are  promoting  Mandate  this 
Summer  with  the  offer  of  free  shower  gel. 

Two  boxed  sets  will  be  available,  one 
offering  50ml  after  shave  lotion  with  60ml 
shower  gel,  the  other  a  50ml  spray  plus 
60ml  shower  gel.  Each  retails  for  £4.35. 
Shulton  (GB)  Ltd,  Shulton  House, 
Alexandra  Court,  Wokingham,  Berks. 


UNPARAUEL 


Wyeth  are  now  making  available  the  following 
major  products  from  their  range  as  generics: 

*  Lorazepam  tablets  1mg  &  2.5mg 

*  Oxazepam  tablets  B.R  10mg  &  15mg 
*Temazepam  capsules  10mg  &  20mg 

*  Aluminium  Hydroxide  Mixture  B.R  2  litre 

Wyeth  Lorazepam,  Wyeth  Oxazepam  and 
Wyeth  Temazepam  are  available  at  12%  off  Drug 
Tariff  prices  bringing  maximum  benefit  to  you 
without  HD  endorsement. 

Aluminium  Hydroxide  Mixture  B.R  is  available 
at  7. 5%  off  Tariff. 


Wyeth- 
Vroxlde  Mixture  B.P' 

;tki«. 


•  Wyeth* 
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Booker  enter 
dental  market 
with  Veadent 

3ooker  Health  are  entering  the  oral 
lygiene  market  with  Veadent  —  a 
oothpaste  (50ml,  £1.49)  and  oral  rinse 
300ml,  £2.49)  —  under  the  company's 
recently  acquired  Potter  &  Clarke  brand 


Veadent 


Toonmii 


The  product's  active  ingredient  is 
sangumanne,  a  natural  herbal  extract  of 
the  bloodroot  plant.  "It  binds  to  plaque 
and  continues  working  long  afterwards  to 
prevent  the  growth  of  further  bacteria.  It  is 
the  only  anti-plaque  agent  that  contains 
the  chemically  active  iminium  ion",  says 
Dick  Humphries,  general  sales  manager  of 
Booker  Health  Products. 

"Veadent  is  safe  and  non-staining,  and 
users  find  that  after  consistent  brushing  or 
rinsing,  Veadent  makes  a  considerable 
difference  to  oral  cleanliness". 

Veadent  will  be  sold  in  to  chemists  only 
in  luly,  reflecting,  says  the  company,  its 
overall  strategy  of  developing  its  health 
care  business  through  chemists.  With  the 
support  of  the  Ayerst  salesforce,  we  are 
confident  that  a  product  like  Veadent  will 
contribute  greatly  to  our  healthcare 
range",  says  Mr  Humphries. 

The  product  which  has  been  marketed 
in  the  USA  and  Europe  by  Vipont 
Laboratories,  will  be  promoted  to  dentists 
and  hygienists  by  sampling  and  inserts  in 
the  dental  Press.  The  company  promises 
support  expenditure  of  £'/im  over  the  next 
18  months.  Booker  Health  Products  Ltd, 
Healthways  House,  45  Station  Approach, 
West  Byfleet,  Surrey. 


Out  of  the  blue 

Nivea  creme  is  being  supported  with  a  free 
compact,  available  to  consumers  for  two 
proofs  of  purchase. 

Peel-off  labels  appear  on  both  50ml 
and  100ml  sizes.  The  compact  has  been 
designed  in  Nivea  blue,  with  the  product 
logo.  It  offers  two  mirrors,  one  standard 
and  one  magnifying.  Smith  &  Nephew 
Ltd,  Consumer  Products,  PO  Box  81, 
Hessle  Road,  Hull  HU3  2BN. 

D'Aveze  bust  out 
all  over 

A  collection  of  five  treatment  products 
designed  to  care  for  the  body  and  bust 
have  been  introduced  by  Jean  D'Aveze. 

The  range  comprises:  body  softening 
milk  (250ml,  £12.50),  a  lightly  fragranced 
moisturiser;  body  exfoliating  treatment 
(200ml,  £12.50);  bust  treatment  (10 
ampoules  £29.50);  body  massage  cream 
(200ml,  £25);  and  body  slimming  emulsion 
(250ml,  £19.50).  Pascal! Ltd,  10 
Mareslield  Gardens,  Hampstead ,  London. 


D  QUALITY.. 


. . .  made  in  Britain  by  Wyeth 

Wyeth's  reputation  for  quality  and  consis- 
tency has  always  been  second  to  none.  You  thus 
have  the  reassurance  that  the  products  you 
dispense  conform  to  the  highest  standards, 
having  been  made  in  Britain  in  strict  conformity 
with  good  manufacturing  practice. 

...the  backing  of  the  product  originator 

Over  the  years  Wyeth  have  invested  millions 
of  pounds  into  research  in  the  UK-  research 
which  led  to  the  introduction  of  valuable 
products  such  as  Ativanf  Normisonf  Serenid-D* 
and  Aludrox*  No  one  knows  more  about  these 
products  than  Wyeth,  and  this  knowledge  is  at 
your  disposal  when  you  dispense  Wyeth 
generics. 

...  for  a  high  degree  of  patient  acceptance. 

Prior  to  the  'limited  list'  Wyeth  benzodiaze- 
pines enjoyed  widespread  usage.  Wyeth 
Lorazepam,  Wyeth  Temazepam  and  Wyeth 


Oxazepam  have  retained  the  distinctive  shape, 
size  and  colour  of  their  original  branded  equiva- 
lents, Ativanf  Normison*  and  Serenid-D*Thus, 
when  you  dispense  Wyeth  generics  you  are 
ensuring  patients  receive  the  identical  products 
they've  received  in  the  past  and  you  avoid 
giving  them  cause  for  concern, 

Wyeth  Laboratories, 

John  Wyeth  &  Brother  Ltd, 

Taplow,  Maidenhead,  Berks  SL6  OPH. 

To  enquire  about  Wyeth  Generics  ring; 
WYETH  "HOTLINE"  06286  4377  Ext.  4345. 

WYETH 


rand  of 
rofen 


20  tablets 

trade  price  56p 


es  rheuma« 
**sand  pains. 
"lommg  stiffness 


50  tablets 

trade  price  £1 .12 


Hieves  rheumatic 
fcbes  and  pains, 
eases  morning 
stiffness 


Counter  Prescribe 

Novaprin 

for  fast,  effective 
relief  from 
rheumatic  pain, 
muscular  pains, 
sprains  and  back 
pain 

Also  effective  for 
period  pains  and 
flu  symptoms 


UK  Distributors 

0  David  Anthony 
Pharmaceuticals  Ltd. 
Speke,  Liverpool. 
Tel:  051  486  7117 


COUNTERPOINTS 


Mows  put  the  "pleasure'  back 
into  breast  feeding 


Anti-cross  injection  or  Axicare  is  the  name 
given  to  Maws'  new  breast  feeding  range, 
which  the  company  says  is  designed  to 
make  breast  feeding  as  pleasurable  as 
possible. 

Available  seperately  or  as  a  complete 
kit  (£14.99)  the  range  includes  a  breast 
pump  (£7.95)  made  of  clear  plastic  which 
can  convert  into  a  bottle  by  screwing  on 
the  Maws  natural  shape  teat  provided,  or 
for  storage  using  the  disc. 

The  angled  design  of  pump  is  claimed 
to  be  easier  to  use  than  the  straight  or  bulb 
types.  The  pump  comes  with  an  insert 
adaptor  for  different  breast  sizes,  a  bottle 
brush  and  spare  rubber  flange. 

Axicare  breast  shells  (2,  £2.75)  are 
intended  to  help  protect  clothes  from 
leakage,  protect  cracked  and  sensitive 
nipples  and  help  correct  inverted  nipples. 
Drip  milk  is  collected  in  the  shells  and  can 
be  recovered  later,  say  Maws.  The  breast 
shells  can  be  sterilised  and  re-used. 

Machine  washable  breast  pads  (6, 
£2.99)  are  also  intended  to  be  used  to 
protect  clothes  from  drip  milk.  They  can 
be  washed  80  to  100  times  say  Maws, 


offering  an  economical  alternative  to 
disposable  pads. 

Soft,  multi -holed  latex  nipple  shields 
(2,  £1 .95)  can  be  used  to  protect  sore  and 
cracked  nipples,  while  allowing  mother  to 
continue  breast  feeding. 

And  to  keep  nipples  soft  and  supple 
while  feeding  Axicare  nipple  cream 
(40ml,  £1.05)  is  available  —  a  light  non- 
greasy,  non-toxic  cream. 

Each  product  comes  with  an 
instruction  leaflet.  The  breast  feeding  kit 
includes  a  leaflet  on  the  range  with  advice 
on  how  breast  feeding  mums  can  look  after 
themselves. 

Maws  have  gone  into  partnership  with 
Colgate  Medical,  who  supply  breast 
feeding  equipment  to  hospitals,  to  launch 
the  Axicare  range. 

Advertising  support  for  the  products 
runs  from  next  month  until  December  with 
full  page  colour  advertisements  in  Mother 
&  Baby,  Parents,  Mother,  Good 
Housekeeping,  Family  Circle  and  baby 
annuals,  say  Maws.  Distributor  Ashe 
Laboratories  Ltd,  Ashtree  Works, 
Kingston,  Leatherhead,  Surrey  KT22  7JZ. 


Jacques  Bogart 
comes  to  town 

Pascall  are  now  distributing  nationally  the 
two  Jacques  Bogart  fragrances  for  men, 
Bogart  and  One  Man  Show. 

Bogart  is  composed  of  200  oils  and 
products  include  after  shave  (60ml  £9.95 
to  8oz,  £22.50),  soap  (lOOg,  £5),  deodorant 
(spray,  £7.50,  and  stick,  £5.95), 
moisturizing  cream  (pot,  £11.95  and  tube, 
£8.50),  and  shaving  foam  (£9.50). 

The  One  Man  Show  fragrance 
includes  jasmine,  grapefruit  and 
patchouli,  and  includes  in  eau  de  toilette 
(75ml,  £11.95  to  250ml,  £27.50)  aftershave 


(75ml,  £9.95  to  250ml,  £22.50)  and 
deodorant  (spray,  £7.50  and  stick,  £5.95).^ 
Bogart  is  packaged  in  a  white  box  with 
the  brand  name  in  black,  and  One  Man 
Show  comes  in  flannel  and  charcoal  grey 
packaging  with  the  brand  name  under- 
lined in  gold.  Pascall  Ltd,  10  Marestield 
Gardens,  Hampstead,  London. 


Worth  a  revamp 

Worth  have  repackaged  the  8ml  parfum 
spray  (£13.75)  to  feature  a  silk-screened 
geometric  design  of  gold  on  a  background 
of  midnight  blue.  Worth  Perfumes  Ltd , 
Magnolia  House ,  160  Thames  Road, 
London  W43RG. 
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New  brews  from 
Unican 

Umcan  Foods  are  launching  two  new 
homebrew  products,  extending  their 
existing  wine  and  beer  range  and  backing 
their  programme  with  a  national 
advertising  and  promotional  campaign. 

The  new  products,  Country  Reserve 
and  House  Reserve,  will  be  available  in 
July  and  September  respectively.  Country 
Reserve  comes  in  four  varieties:  peach, 
blackberry,  elderflower  and  elderberry, 
each  kit  containing  enough  concentrate 
for  six  bottles  and  including  yeast  and 
stabilizers.  To  launch  the  range,  kits  will 
be  flashed  with  a  "30p  off"  offer  and  will 
retail  at  £2.62.  The  House  Reserve 
varieties  are:  full  bodied  dry  red,  medium 
dry  white,  rose  and  sweet  white.  They  will 
retail  at  £2.09  (one  gallon  kit)  and  £8.87 
(five  gallon  box)  and  are  positioned  in  the 
fast  growing  budget  sector  of  the  market. 

Unican's  range  additions  are  white 
vermouth  and  rose  vermouth,  to  be 


launched  in  August  under  the  Special 
Reserve  label.  The  beer  range  is  to  be 
expanded  in  July  with  the  launch  of  Irish 
style  extra  stout,  which  will  include  a  new 
small  cap.  Each  kit  will  carry  enough 
concentrate  for  24  pints  and  will  retail  at 
£3.11. 

The  new  products  will  feature  in  full 
colour  page  advertisements  in  the  Radio 
Times  and  colour  supplements  from 
September  to  November.  Keith  Hockmgs, 
deputy  managing  director  of  Unican 
Foods,  comments,  "This  will  give  Unican 
75  per  cent  national  coverage  with  a 
minimum  of  81  million  adult  impact."  In- 
store  tastings  and  trade  and  consumer 
promotions  will  back  the  advertising 
programme. 

The  Three  Week  wines  product  is  to 
be  relaunched  in  new  packaging  with 
bigger  illustration  in  September.  Unican 
Foods  Ltd,  Unican  House,  Central 
Trading  Estate,  Bath  Road,  Bristol  BS4 
3EH. 

Thomas  Christy  are  now  distributing 
Propa  PH.  Thomas  Christy  Ltd,  North 
Lane,  Aldershot ,  Hants 


Blue  Bondage 

Gillette  have  a  view  to  a  kill  with  their  Blue 
II  video  show,  launched  through  Rank 
cinemas  nationwide. 

The  13-mmute  film  is  being  run  as  a 
support  for  the  new  James  Bond  movie  of 
three  pop  videos,  incorporating  the  latest 
Blue  II  television  commercial.  Gillette  UK 
Ltd,  Great  West  Road,  Isleworth, 
Middlesex. 


Cooper  offers 

Wholesalers  G.D.  Cooper  are  making  the 
following  offers  during  July  and  August: 
Nice  'n'  Easy  hair  colourants,  £3.75 
(three);  Discover  2  kits,  £7.60  (three); 
Murine  eye  drops,  £4.30  (six);  Selsun 
medicated  shampoo,  £4.76  (six)  and  Soft 
and  Gentle  spray,  210g  plus  30  per  cent 
extra,  £4.18  (six).  The  company  recent'y 
moved  to  a  larger  warehouse  and  carries  a 
wide  range  of  products.  G.D.  Cooper  &  Co 
Ltd,  20  Progress  Way,  Croydon,  Surrey. 


THERE'S  NO  STOPPING  PROGRESS 


Progress  has  rocketed  to  success. 

Demand  is  such  that  our  sales  have 
exceeded  £V/?  million  since  launch. 

Progress  is  new  business  replacing 
the  use  of  ordinary  cow's  milk  for  infants 
4- 6  months  onwards. 

With  the  power  of  the  Wyeth  sales- 


force  behind  it,  and  a  sampling  cam- 
paign to  over 300,000 mothers,  Progress 
is  following  in  the  path  ofWyeth's  other 
successful  baby  milks. 

Coupled  with  a  big  boost  from 
continuous  national  advertising  in  con- 
sumer magazines  and  Nursing  Journals, 


you  can  expect  to  see  Progress  move 
even  faster  this  year. 

Are  you  sure  you  have  the  stocks  to 
keep  up  with  demand? 


~Tj  wyeth  Nutrition 
MM  Leading  the  way 


Wyeth  Laboratories,  Huntercombe  Lane  South, 
Taplow,  Maidenhead,  Berks  SL6  OPH 

Progress  is  a  nutritionally  rich  blend  of  milk  solids,  vitamins  and  minerals  for  babies  4-6  months  and  older 
Used  in  conjunction  with  solid  feeding,  it  provides  the  nourishment  essential  to  a  baby's  healthy  and 
sustained  growth  Progress  is  not  intended  to  replace  breast  feeding 
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COUNTERPOINTS 


Watching  the 
women's  Press 

The  following  column  lists  advertisements 
for  chemist  merchandise  due  to  appear  in 
the  IPC  women's  Press.  The  magazines  are 
divided  into  three  categories  —  weeklies 
(W),  monthlies  (M),  and  magazines  aimed 
at  the  younger  end  of  the  market  (Y). 


Appleford  Dietade:  W  M 

Ashe  Double  Amplex:  Y 
Maws  baby  products:  M 
Bickiepegs:  M 
Sun  preparations:  W  M 

Mint  Cool:  W 
Sherleys:  W  M 

Vitapointe:  W 
Bayer  Limits:  W 
Natrena:  W 
Vita-fibre:  W 
Beechams  Diocalm:  W 

Germaloids:  W  M 

Germolene:  W 
Quickies:  W  Y 

Bio  Oil  Research  pmt  tablets:  Y 
Crookes  Nurofen:  W  Y 

Bowater  Scott  Fiesta:  M 
Brodie  &  Stone  Jolen:  M  Y 

Care  Cepton  spot  cream:  Y 

Savlon:  W  M 

Ciba  Librofem:  W  Y 

Chanel  Cristalle  perfume:  Y 
Chattem  Sun-in:  Y 
Chefaro  Bergasol:  Y 
Confirm:  Y 
Chesebrough  Ponds 

cold  cream:  M 
Gentle  Touch:  Y 
Clinique:  M 
Combe  Lanacane:  W  Y 

Cooper  Health  Oral  B :  M 
Cox  Continental  Mackenzies 
smelling  salts:  W  M 

Crookes  Hermesetas:  M 
Cussons  Imperial  Leather:  W 
Cuxson  Gerrard  Carnation  corn 
caps:  W  M 

DDD  Blisteze:  W 
Dentinox:  M 
Stain  Devils:  W 
Eezi  baby  bath:  M 
Elida  Gibbs  All  Clear  shampoo:  W 

Cream  Silk:  Y 
Harmony:  Y 
Impulse:  Y 
Sure:  W 
English  Grains  Red  Kooga 
ginseng:  W 
Ethicyem  Witch  stick:  Y 
Eylure  Klorane:  M  Y 

10-0-6:  Y 
Fine  Fragrances  Fade  Out:         W  M 
GB  Products  Jest  toothbrushes:  W 


Harvey  Scruton  Nurse  Harvey:  M 
Hawaiian  Tropic:  Y 
H  J  Heinz  babyfood:  M 
Houbigant:  M  Y 

ICC  Anbesol:  W 
Compound  W:  W 
Anne  French:  Y 
Immac:  Y 
Preparation  H:  M 
Seclodin:  Y 
Janssen  Arret:  W 
J  &  J  Carefreee:  W  M 

KY  Jelly:  W 
Vespre:  W  Y 

Kimberly  Clark  Boutique:  Y 

Simplicity:  W 
Kirby  Warwick  Tinaderm:  W 
Lilia  White  Contour:  Y 
Dr  White's:  Y 
Lil-lets:  Y 
Max  Factor  Jhirmack:  Y 
Mentholatum  Snug  denture 
cushions:  W 
Miller  Nicobrevin:  W 
Milupa:  M 
Neutrogena:  W  M  Y 

Newton  bikini  bare:  Y 
Nicholas  Labs  Almay:  M 
Complair:  W 
Louis  Marcel:  Y 


Eschmann  Bros  &  Walsh  have  developed  a 
flatus  filter  for  their  Omni  range  of  stoma 
bags  which  they  say  is  even  more  effective 
at  releasing  gas  while  retaining  odour. 

Tests  have  shown  that  the  filter  would 
be  effective  for  about  11  days  in  the  worst 
conditions,  says  the  company. 

The  radial  flow  filter  is  available  for  the 
Omni  closed  and  drainable  stoma  bags 
and  the  new  EC1  range  currently  being 
assessed  by  stoma  nurses  before  launch 
later  this  year,  say  Eschmann.  It  will  be 
incorporated  into  other  Eschmann  stoma 
bags  over  the  next  six  months.  Eschmann 
Healthcare  division,  Peter  Road,  Lancing, 
W.  Sussex  BN158TJ. 


Burinex  recall 

Pharmacists  are  asked  to  return  stocks  of 
Burinex  injection,  lmg  in  2ml  ampoules, 
batch  numbers  A28A,  A28B  and  A28C. 

A  carton  of  the  product,  batch  number 
A28C  has  been  found  to  contain  ampoules 
labelled  "Diphebuzol  20  per  cent 
(phenylbutazone)". 

Stocks  should  be  returned  for 
replacement  to  Leo  Laboratories  Ltd, 
Princes  Risborough,  Bucks.  Inquiries 


Numark: 

W 

L'Oreal  Elnett: 

W 

M 

Proctor  &  Gamble  Pampers: 

M 

Rapidol  Inecto: 

w 

Reckitt  &  Coleman  Senokot: 

w 

Revlon  Charlie: 

Richardson- Vicks  Milton: 

M 

Rimmel: 

w 

Robins  Chapstick: 

M 

Robinsons  mother  &  baby: 

w 

Roussel  Labs  Altacite: 

w 

Helena  Rubinstein: 

M 

Saffron  breast  pump: 

M 

Scholl  Coppertone: 

w 

M 

Searle  Nutra  Sweet: 

Seven  Seas  Healthcare: 

M 

Smith  &  Nephew  Nivea: 

w 

M 

Stafford  Miller  Dr  Wernet's: 

w 

Sterling  Health  Super  Softies: 

M 

Tampax: 

w 

Thompson  Slimline: 

M 

Thornton  &  Ross  Zoflora: 

w 

M 

Typharm  Veracurgel: 

w 

M 

Unipath  pregnancy  test: 

w 

Vichy: 

M 

Wallis  Entrotabs: 

w 

M 

Warner  Lambert  Papilloten: 

Wella: 

Windsor  Enterosan: 

w 

M 

Wyeth  baby  food: 

M 

BRIEFS 

Xylodase  and  Xylocaine  changes: 

10  x  15g  packs  of  Xylodase  (£8.50  trade) 
and  Xylocaine  ointment  (£8.25)  replace 
the  12  x  15g  packs.  Astra  Pharmaceuticals 
Ltd,  Home  Park  Estate,  Kings  Langley, 
Herts  WD48DH. 

Nystan  granules:  E.R.  Squibb  would  like 
to  remind  pharmacists  that  Nystan 
granules  for  suspension  (24  doses,  £1.67 
trade)  are  sugar  free  as  well  as  being  free 
from  lactose  and  corn  starch.  E.R.  Squibb 
&  Sons  Ltd,  Reeds  Lane,  Moreton, 
Merseyside  L46 1QW. 
Vascardin  tabs  change  appearance: 
Vascardin  lOmg  tablets  will  shortly  be 
white,  flat,  bevelled  edged  tablets  9mm  in 
diameter  with  a  break  line  on  one  side  and 
a  triangular  Nicholas  logo  and  "10"  on  the 
other.  Nicholas  Laboratories  Ltd,  PO  Box 
17,  225  Bath  Road,  Slough,  England 
SL1  4AU. 

Cyklokapron  pack  change:  Cyklokapron 
solution  for  injection  will  in  future  be 
supplied  in  packs  of  10  ampoules  (£13.50 
trade)  instead  of  6  ampoule  packs. 
Kabivitrum  Ltd,  Riverside  Way,  Uxbridge, 
Middlesex  UB82YF. 


'SCRIPT  SPECIALITIES! 


Flatus  filter 


should  be  addressed  to  Mr  D.W.  Hill  at  Leo 
Laboratories  (tel  084  44  7333). 
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PRETTY  POLLY 
ARE  PUTTING 
THE  CAT 
OUT  AGAIN. 

Following  the  success  of  our 
TV  commercial,  well  be  back  on 
air  again  from  the  end  of  Sept- 
ember, throughout  October. 

To  tie  in  with  this,  we're  also 
adding  a  new  selection  of  Autumn 
shades  to  our 'Sheer  Colour'  range. 

So  stock  now,  and  don't  get 
caught  in  a  flap  later  on. 


V  v 


-i 


4 


Ski ,.- 


John  Liptrot,  Buying  Manager, 
L  Rowland  &  Co.  Ltd,  Wrexham 
(0978)  351581 


ksj  Peter  Jordan,  Depot  Manager,  Macarthys 
feLtd,  Redditch  (0527)  21111 


Your  local 
Numark  wholesaler. 


Service  as  personal 
as  you  give 
your  customers. 


Mac  McLeod,  Depot  Manager,  Macarthys 
Ltd,  Bristol  (0272)  659531 


Numark  is  a  national  network  of 
1 5  wholesalers  with  23  depots 
providing  a  comprehensive  ethical 
and  OTC  service  with  that  same 
personal  touch  that  you  give  to  your 
own  customers. 


A  full  range  of  services  is  available 
through  your  local  Numark  Whole- 
saler. Services  which  will  help  make 
your  business  more  profitable. 

Low  cost  distribution. 

Monthly  promotions. 


Continuous  national  advertising 
support. 

High  impact  merchandising  materials. 


Top  quality  own  brand  range. 
Management  and  marketing 
advice. 

Site  assessment  and  shop  planning. 
Finance  for  business  development. 


For  further  information  contact 
your  local  Numark  Wholesaler  or 
Numark  Central  Office,  51  Boreham 
Rd.,  Warminster,  Wilts  BA12  9JU. 
Tel:  0985  215555. 


d 


There  wasn't  a  van  to 
photograph  because 
they  were  all  out _. 
delivering  to  independent 
chemists  throughout  the  UK 


Vestrid 


We're  always  there,  we  always  care. 

For  full  details  of  the  Vestric  Service 
telephone  Alan  Turner  on  0928  717070. 

Vestric  Limited,  West  Lane,  Runcorn,  Cheshire  WA7  2PE. 
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WHOLESALING 


The  case 
for  the 
full-line 
wholesale 
system 


The  National  Association  of  Pharmaceutical  Distributors  has  recently  approached  the  Department 
of  Health  seeking  a  review  of  the  wholesaler  licensing  system.  In  this  paper  on  the  distribution  of 
prescription  products,  director  Ossie  Logan  argues  the  case  for  full-line  wholesalers. 


Over  10,000  prescription  products  provided 
by  in  excess  of  200  manufacturers  pass 
through  the  supply  chain  for  onward 
distribution  to  around  16,000  outlets.  The 
intermediate  stockholding  between 
manufacturing  and  dispensing  is  provided 
by  three  categories  of  wholesalers: 

a.  Self  distributors  in  the  form  of  vertically 
integrated  retail  companies. 

b.  Short  line  operators,  including  parallel 
importers,  with  a  very  restricted  range  of  fast 
moving  products. 

c.  Full  range  pharmaceutical  distributors 
who  provide  the  total  range  of  prescription 
products.  The  majority  are  NAPD  members. 

Costs  of  distribution 

The  principal  costs  of  distribution  are  those 
associated  with  inventory  and 
transportation. 

Although  most  people  are  aware  of  the 
80-20  Pareto  principle  in  distribution,  the 
pharmaceutical  inventory  is  even  more 
skewed.  Before  the  introduction  of  the 
limited  list,  83  per  cent  of  income  came  from 
only  17  per  cent  of  the  inventory.  With  the 
exclusion  of  a  significant  number  of  highly 
priced  products  on  the  blacklist,  this  will 
become  even  more  marked. 

The  pharmaceutical  inventory  is, 
therefore,  extremely  vulnerable  to  short-line 
distributors  merchanting  only  those 
products  with  a  quick  turnover.  Support  for 
the  NHS  patient  with  slow  moving  items  falls 
solely  on  the  full-line  distributor. 
Additionally,  the  cost  of  providing 
Controlled  Drugs  results  in  significant 


expenditure  not  incurred  by  short-line 
operators  and  some  self  distributors.  Indeed, 
if  commercial  considerations  were  the  only 
criteria,  CDs  would  not  be  stocked. 

As  the  demand  for  prescription  products 
is  finite,  the  market  is  not  receptive  to  action 
by  wholesalers  to  increase  it.  The  fact  that 
the  fast  moving  lines  are  being  creamed  off 
by  shortliners  puts  up  the  average  cost  of  full 
line  distribution. 

The  higher  the  level  of  service  given  by 
the  distributor  the  greater  his  costs.  Once 
the  level  of  service  rises  beyond  the  70-80 
per  cent  mark,  the  associated  costs  increase 
exponentially  (see  fig  1  overleaf).  The 
definition  of  "service  levels"  here  is  the 
percentage  of  orders  available  from  stock. 

Accurate  demand  forecasting  is  a  pre- 
requisite if  the  extra  costs  of  over  or  under- 
stocking are  to  be  avoided.  Various 
mathematical  forecasting  techniques  are 
usually  incorporated  into  the  computer 
programs  used  by  full-line  distributors.  Also 
included  are  formulae  for  determining  the 
economic  order  quantity  (see  fig  2  overleaf) 
and  analysing  other  logistics  system-related 
costs.  Lead  time,  including  the  constraint  of 
twice  monthly  scheduled  deliveries  operated 
by  most  manufacturers,  together  with  sales 
during  the  lead  time,  and  small  order 
surcharges,  are  also  built  into  the 
calculation.  Safety  stocks  appropriate  to  the 
selected  service  level  are  included. 

It  is  unarguable  that  full  range 
distributors  could  achieve  savings  in 
operational  costs  by  simply  reducing  the 
range  and  depth  of  their  inventory.  However, 


this  is  professionally  unacceptable,  and  a 
negation  of  the  ethos  of  patient  orientated 
service  expounded  by  this  Association.  If 
universally  adopted,  it  could  put  the  patient 
at  risk  because  of  non-availability  of 
product. 

The  present  transportation  system  is 
largely  built  round  patient  need,  which  is 
conditioned  by  the  prescribing  habits  of 
doctors.  The  community  pharmacist  holds  at 
any  one  time  about  a  quarter  of  the  range,  so 
the  system  must  be  reactive  if  patients  are  to 
receive  all  prescriptions  within  a  reasonable 
period.  This  predicates  two  deliveries  per 
day  in  urban  areas.  In  rural  and  semi-rural 
areas  however,  volume  of  business  is 
generated  by  fewer  prescribers  and  tends  to 
be  more  predictable.  This  means  two 
deliveries  a  day  canot  always  be  justified. 
Whatever  the  appropriate  frequency,  it 
should  be  backed  by  a  speedy  emergency 
service.  This  applies  in  particular  to  CDs 
where,  for  security  reasons,  both 
pharmacists  and  dispensing  doctors  are 
discouraged  from  holding  stock. 

If  deliveries  in  urban  areas  were  reduced 
to  one  on  the  day  of  order,  savings  would  be 
marginal,  as  substantially  the  same  number 
of  vans  and  drivers  would  be  needed.  There 
would,  however,  be  a  saving  in  transport 
operating  costs. 

To  make  an  impact  on  transport  costs,  a 
different  pattern  of  delivery  would  be 
necessary,  namely  orders  being  delivered 
once  per  day,  but  a  minimum  of  24  hours 
after  receipt.  Then  the  number  of  vans  could 
Continued  on  pi 342 
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NAPD  director 
Ossie  Logan. 


"WHOLESALING! 


Service  is  the  key  to 
AAH  success  

AAH  acquired  a  md]or  stake  in  pharmaceutical  wholesaling 
with  the  purchase  of  Vestric  earlier  this  year.  But  its 
involvement  with  the  sector  goes  back  nearly  ten  years.  Mr  Bill 
RevelL  who  has  group  responsibility  for  the  pharmaceutical 
division,  explains  AAH's  distinctive  approach. 


Continued  from  pi 341 

be  reduced,  although  there  would  have  to  be 
increased  emergency  service  cover. 

This  reduced  service  would  have  to  be 
offset  against  increased  NHS  costs  to 
community  pharmacists  having  to  hold  extra 
stock,  or  the  patient  receiving  his  medicine 
in  many  cases  24-36  hours  after  the  doctor 
had  written  the  prescription.  Unless  and 
until  a  changed  scenario  is  agreed  between 
DHSS  and  PSNC,  there  are  no  immediate 
savings  in  this  area. 

Effect  of  Government  action 

There  has  been,  in  the  past  two  years,  a 
contraction  in  the  value  of  the  market  as  a 
direct  result  of  Government  action,  namely:- 

August  1983  price  reductions:  A 
reduction  in  the  return  on  capital  (ROC)  of 
manufacturers  resulted  in  a  2Vz  per  cent 
reduction  in  the  value  of  the  market  and  was 
combined  with  a  price  freeze  until  April 
1984.  It  also  resulted  in  the  confiscation  of 
some  £2m  in  stock  value  which  had  to  be 
written  off  to  revenue  by  NAPD  members. 

Limited  list  prescribing:  This  affects  10 
per  cent  of  the  market  by  gross  value.  It  is  too 
early  to  predict  accurately  the  extent  of  the 
reduction.  However,  present  indications  are 
that  it  will  reduce  the  value  of  the  market  by 
5  per  cent  net. 

April  1985  price  reductions:  It  is 
anticipated  that  this  will  depress  the  value  of 
the  market  by  another  2  per  cent.  The 
responsible  attitude  of  most  manufacturers 
in  recognising  the  problems  created  for 
wholesalers  by  the  first  round  of  price 
reductions  resulted  in  them  standing  most  of 
the  capital  loss  for  those  of  their  products 
being  stocked  by  distributors.  This,  despite 
a  refusal  to  date,  for  the  loss  to  be  allowed 
within  the  PPRS. 

Parallel  imports:  After  a  lull  in  activity 
when  new  legislation  was  introduced  in 
mid-1984,  it  has  since  accelerated  and  now 
represents  approaching  71/2  per  cent  of  the 
market  value.  The  reason  for  this  increase  is 
lack  of  action  by  the  DHSS  to  enforce  its 
legislation.  Parallel  importers  argue  that,  as 
the  Government  has  taken  no  action,  the 
activity  must  be  legal,  despite  the  absence  of 
a  licence. 

I  re-iterate,  that  while  there  can  be  any 
doubt  about  the  quality  of  stock,  then 
professional  considerations  preclude  bona 
fide  full  range  distributors  becoming 
involved,  however  lucrative  the  trade.  This 
effectively  bars  7Vz  per  cent  of  the  market  to 
them. 

There  seems  little  doubt  that  these 
pressures  will  lead,  inevitably,  to  a  lowering 
of  customer  discounts  from  the  full  line 
wholesalers.  The  speed  and  the  extent  to 
which  this  will  happen  is  less  certain.  NAPD 


The  recent  expansion  of  AAH's 
pharmaceutical  wholesaling  business  has 
projected  the  group  into  the  limelight,  but 
its  involvement  in  the  sector  started  in 
1976,  when  it  acquired  Chemist  Holdings 
Ltd.  The  latter's  principal  operating 
subsidiaries  were  Hills  Pharmaceuticals, 
with  wholesaling  branches  in  Burnley, 
Warrington  and  Huddersfield,  and  Hill- 
Smith,  a  small  retail  chain. 

In  1977,  A.S.  Price,  a  Birmingham- 
based  wholesaler  was  purchased,  but  the 
subsequent  breakdown  of  resale  price 
maintenance  meant  that  AAH's  concept  of 


steady  expansion  to  achieve  national 
coverage  had  to  take  second  place  to 
maintaining  the  existing  business  on 
profitable  footing.  Progress  again  became 
possible  in  1983,  when  Mawson  &  Proctor, 
in  Gateshead  joined  the  group. 

But  by  the  following  year  it  became 
evident  to  AAH  that  —  if  it  was  to  become 
a  significant  force  it  would  be  necessary  to 
improve  its  market  share,  and  secure  a 
market  presence  throughout  the  UK  more 
quickly.  This  resulted  in  a  spate  of 
acquisitions  in  the  first  quarter  of  1985, 
when  Herbert  Ferryman,  Northern 


has,  to  safeguard  pharmacists,  agreed  to  the 
request  of  DHSS  and  PSNC  that  members 
provide  quarterly  the  global  figure  of 
discount  taken  by  customers.  This  facilitates 
earlier  reaction  to  any  changes.  It  should 
also  obviate  the  need  for  mammoth  discount 
inquiries! 

Discount  -  emotive  subject 

RPM  was  breached  at  the  wholesale  level 
because  of  discounts  being  given  to  retailers 
by  some  wholesalers,  in  an  attempt  to 
increase  their  market  share.  This  came  to  a 
head  in  1978  when  overt  discounting 
became  the  norm.  The  effect  of  discounting 
on  profitability  has,  as  far  as  NAPD  members 
are  concerned,  resulted  in  a  reduction  from 
184  depots  in  1978,  to  90  in  June  1985. 

Discount  is  an  emotive  subject,  but 
discount  perse  is  not  an  evil.  It  has  reduced 
distribution  costs  through  the  polarisation  of 
accounts.  While  RPM  was  observed, 
pharmacists  spread  their  requirements 
between  five  or  six  wholesalers.  Discounts 
have  changed  that  pattern.  To  obtain 
maximum  discount,  they  now  use  one 
principal  distributor,  with  a  back-up  or  one 
or  two  subsidiary  accounts. 

Discount  is  an  irritation  to 
manufacturers,  and  a  cause  of  friction 
between  them  and  wholesalers.  Following  a 
survey,  the  DHSS  discussed  with  NAPD  the 
effect  of  removing  discount  totally  from  the 
system.  Although  we  signified  our 
willingness  to  proceed  down  this  avenue,  we 
pointed   out    that   it    would  increase 


distribution  costs,  as  the  savings  brought 
about  by  the  polarisation  of  accounts  would 
disappear.  The  NHS  would  be  a  net  loser  as 
it  already  claws  back  the  discount  given.  Not 
surprisingly  the  Minister  decided,  in 
mid-1984,  on  the  status  quo. 

Manufacturers"  terms 

The  terms  allowable  by  manufacturers 
within  the  PPRS  are  \2Vi  per  cent  for 
payment  30  days  following  the  end  of  the 
month  of  supply.  The  PPRS  applies  to 
branded  ethicals  only,  it  being  recognised 
that  competition  between  manufacturers 
exercises  restraint  on  the  price  of  generics 
and  general  sundries.  The  DHSS  and  NAPD 
have  agreed  that  any  terms  should  have 
three  components,  namely:- 

Operating  costs:  Only  those  costs 
associated  with  efficient  distribution  were  a 
fair  charge  to  the  NHS. 

Cash  settlement  terms:  Whereas 
manufacturers  of  unique  products  could 
ensure  prompt  payment,  otherwise  supplies 
were  cut  off,  the  same  did  not  apply  between 
wholesaler  and  retailer.  There  was  therefore 
a  need  for  a  financial  inducement  to 
chemists  to  ensure  prompt  payment  and 
maintain  distributors'  cash  flow. 

Profit  element:  The  profit  element 
should  represent  a  reasonable  ROC  for  an 
efficiently  run  business. 

NHS  costs 

It  follows  that  if  only  those  costs  associated 
with  efficient  distribution  are  a  fair  charge  to 
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Pharmaceuticals  and  Vestric  became 
group  members. 

AAH  has  a  history  in  the  provision  of 
distribution  services  stretching  back 
almost  50  years,  but  the  expanded 
pharmaceutical  division  (with  sales  of  over 
£475m)  now  accounts  for  approximately 
half  of  the  group's  total  sales  and  an  even 
higher  proportion  of  its  attributable 
profits. 

"The  success  of  our  pharmaceutical 
wholesaling  operations  is  fundamental  to 
the  success  of  AAH,"  says  Mr  Revell. 
"Customers  recognise  the  bold  step  we 
have  taken  in  providing  a  platform  of 
stability  in  a  volatile  market.  Further 
casualties  are  inevitable  as  a  consequence 
of  the  continuing  discount  'war',  the  only 
beneficiary  of  which  is  the  Government." 

Explaining  AAH's  approach  to  the 
competition,  Mr  Revell  says  the  group's 
objective  is  to  provide  the  highest  possible 
level  of  customer  service  which,  in  the 
longer  term,  would  be  more  important  to 
maintaining  a  profitable  retail  sector  than 
gaming  a  small  fraction  on  discount. 
"Wholesalers  seeking  to  buy  sales  at  any 
cost  only  weaken  their  ability  to  provide  for 
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the  NHS,  then  the  terms  allowed  by 
manufacturers  to  the  various  categories  of 
wholesaler  should  reflect  this. 

It  also  follows  that  the  element  for  cash 
settlement  terms  is  not  appropriate  to 
vertically  integrated  retail  groups,  as  they 
are  merely  passing  money  from  one  part  of 
the  business  to  another. 

Apart  from  the  potential  savings  to  the 
NHS,  differential  discounts  would  also 
create  fairer  trading  conditions  for 
community  pharmacists  as  a  whole  as  well  as 
the  distribution  sector. 
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the  long  term  needs  of  the  market,"  he  says. 
"Pharmacists  are  well  able  to  discern 
value-for-money  service  without  the 
necessity  for  overbearing  pressure  to 
switch  their  accounts." 

Through  its  decentralised  style  of 
operation,  which  is  common  within  the 
group,  AAH  encourages  individuality 
within  its  subsidiaries,  says  Mr  Revell. 
"Although  competitors  find  it  hard  to 
understand,  we  see  no  grounds  for 
changing  our  policy  of  maintaining 
distinctive  trading  identities.  In  the  North- 
East,  Mawson  &  Proctor  is  an  established 
and  profitable  company,  with  its  own  loyal 
customer  base.  Its  style  of  operation  is 
completely  different  to  Vestric's,  and  we 
have  no  plans  to  make  any  changes  that 
would  lead  to  a  reduction  of  customer 
choice. 

"Of  course,  in  situations  where 
branches  become  unprofitable,  property 


leases  expire  or  premises  become 
inadequate,  we  are  now  in  a  position  to 
examine  our  total  branch  network  and  see 
how  best  the  requirement  might  be  met. 
Likewise,  if  other  wholesale  businesses 
become  available,  which  are  not  strong 
enough  to  stand  on  their  own,  these  would 
also  be  merged  with  the  most  appropriate 
existing  unit.  Each  case  will  be  examined 
on  its  merits,  but  the  objective  is  always  to 
improve  to  the  standards  of  the  best  rather 
than  accept  any  compromise  that  might 
weaken  service  levels." 

Pharmacists  must  recognise  that,  as  a 
public  quoted  company,  AAH  has  to 
generate  satisfactory  profits,  says  Mr 
Revell.  This  could  only  be  achieved  if  the 
group  provided  an  efficient  and 
professional  service  that  would  continue  to 
command  customer  support. 

"Our  success  is  also  our  customers' 
best  safeguard  of  stability  for  the  futures" 
he  concludes,  adding  that  all  customers 
could  freely  buy  and  sell  AAH  shares 
which  "in  addition  to  providing  an 
excellent  dividend,  have  shown  substantial 
capital  appreciation  since  we  embarked 
on  our  expansion  policy!" 
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Consortium  makes 
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"Strikes  are  not  as  numerous  as  they  used  to 
be,  but  anything  cross  Channel  affects  us," 
says  Mr  Kennedy  —  which  is  another  way  of 
saying  the  delivery  situation  is  pretty  good. 

Being  on  the  end  of  the  supply  chain  as 
far  as  most  manufacturers  are  concerned 
can  cause  problems.  "The  lead  time  on 
ethicals  is  around  14  days,  which  means  we 
have  to  carry  a  higher  level  of  stock  than 
mainland  wholesalers,"  he  says.  All  orders 
are  telexed  to  keep  delay  to  a  minimum. 

"We  would  not  be  adverse  to  getting 
some  agencies.  It  means  the  lead  time 
drops,"  he  says,  "and  if  we  can't  get  agency 
deals  we  would  like  to  see  someone  else  get 
them."  Both  Barclays  and  Vestric  have  an 
agency  side  in  the  Province. 

Sangers  appear  to  have  weathered  any 
problems  thrown  up  by  the  limited  list  and 
the  2.5  price  cut  in  April  reasonably  well. 
"We  are  reviewing  our  budget  three  months 
after  April,  but  so  far  things  look  as  if  they 
might  be  all  right,"  says  Mr  Kennedy. 

"Some  wholesalers  dropped  stock  before 
the  2.5  per  cent  cut.  We  did  not,  and  as  a 
result  enjoyed  high  sales  in  March.  It  was 
noticeable  that  people  cut  stock  because 
they  are  still  trying  to  get  over  it  —  trading 
patterns  have  still  not  settled  down." 

The  limited  list  has  caused  some 
problems  with  supply,  especially  generics, 
but  has  also  had  other  effects,  says  Mr 

Sangers  team 
is  (from  left) 
Stephen 
Simms, 
company 
secretary; 
Tom  Mills, 
chief  buyer; 
Arthur  Shaw, 
commercial 
manager; 
Michael 
Mansen, 
operations 
manager,  and 
md  Howard 
Kennedy 
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Kennedy.  "We  are  seeing  people  from  the 
ethicals  field  that  we  have  not  seen  for  years. 
There  has  been  a  noticeable  change  in  a  few 
instances  —  they  are  looking  for  support. 

Gross  profit  OTC  ethicals  is  up  to  15  per 
cent  from  12.5  per  cent  since  April,  he 
reports,  which  means  an  improvement  on 
profitability.  "We  are  finding  that  as  the 
largest  wholesaler  in  Northern  Ireland  that 
we  can  get  terms  on  OTCs  just  as  good  as  our 
national  competitors,"  he  says. 

Parallel  importing  is  one  problem  that 
does  not  concern  wholesalers  in  the 
Province.  "It  did  raise  its  head,  but  seems  to 
have  died  down,"  says  Mr  Kennedy. 
"Chemists  are  worried  about  their 
respectability  and  are  more  conservative. 
It's  nothing  to  do  with  the  fact  they  have  an 
interest  in  Sangers.  The  "HD"  scheme  does 
not  apply  in  Northern  Ireland,  but  Sangers 
play  by  the  rules. 

Mr  Kennedy  has  strong  views  on 
discounting,  although  it  is  a  problem  he  has 
learned  to  live  with.  "If  it  wasn't  for  the  fact 
we  have  to  give  so  much  away,  we  would 
obviously  improve  profits,"  he  says.  "But  we 
have  to  meet  the  competition  and  are  doing 
all  right.  At  least  it  has  the  beneficial  effect 
that  the  debtors  list  has  never  been  shorter. 
The  circulation  of  discount  between  the 
Government,  wholesalers  and  chemists  is 
pointless,  but  the  only  way  you  are  going  to 


stop  it  is  if  the  discount  is  not  there  from  the 
manufacturer." 

Although  90  per  cent  of  Sangers' 
business  is  in  ethicals,  it  is  unique  in  the 
Province,  and  probably  the  whole  country, 
in  offering  a  cash  and  carry,  or  cash  on 
delivery  service.  The  operation  accounts  for 
a  considerable  amount  of  the  business,  but 
Mr  Kennedy  acknowledges  its  management 
is  difficult. 

The  cash  on  delivery  service  has  been 
running  for  some  time.  Mr  Kennedy  started 
it  with  two  seven  ton  vans  covering  the  East  of 
the  Province  once  every  five  days,  but  this 
became  too  expensive  and  it  was  absorbed 
into  the  ordinary  van  service  in  1978. 

"The  mixture  of  business  is  just  right  the 
way  it  is  now,"  he  says.  "I  think  other  people 
are  afraid  of  doing  it.  We  felt  we  had  to  do." 

Sangers'  recent  big  move  is  into  own 
label  products.  The  Sangers  all-in-one 
disposable  nappy  was  launched  this  month. 
"We  are  not  sure  which  way  we  are  going 
yet.  It  may  be  into  packed  goods  though," 
says  Mr  Kennedy.  It's  a  sign  of  the  company's 
increased  confidence  in  the  future.  "We  have 
always  run  a  profitable  company  but  were 
not  getting  the  support."  Turnover  and  profit 
have  been  increasing  steadily  since  1983. 

Another  sign  of  this  is  the  installation  of 
new  computer  equipment  in  March  1984. 
"Plans  were  in  place  for  computer 
replacement  before  1983  but  had  to  work 
quickly  to  catch  up  after  that.  Chemists  now 
have  their  own  PDTs,  which  we  are  phasing 
in  after  a  successful  trial  in  lanuary."  Ten 
were  in  by  the  end  of  May. 

"We  are  aiming  initially  to  have  50 
installed,  but  are  going  slowly.  We  had  to  set 
the  system  up  quickly  and  have  succeeded." 


Wholesale  roots 
mmm  tffe  wsfer 


Few  Scots  would  disagree  that  their 
defeat  by  the  English  at  Culloden  in 
1746  had  a  profound  effect  on  British 
history.  But  it  takes  a  considerable 
amount  of  lateral  thinking  to  tie  this 
event  to  the  development  of 
pharrnaceutcial  wholesaling  in 
Northern  Ireland. 

A  Scottish  soldier,  desperate  to  escape 
Butcher  Cumberland's  victorious  armies, 
fled  across  the  Irish  Sea  to  Donaghadee,  co 
Down,  where  he  assumed  a  local  name, 
McMullan.  This  may  sound  far-fetched,  but 
Sangers  are  one  of  the  few  wholesalers  today 
with  a  well  documented  history. 

McMullan's  heir,  Thomas,  set  up  a  retail 
chemist  and  grocery  business  in  Belfast  in 
1860,  in  partnership  with  lohn  Clarke.  The 
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partnership  soon  dissolved  but  the  firm  of 
Thomas  McMullan  &  Co  developed  rapidly. 
McMuUan's  finally  became  a  limited  liability 
company  in  1926. 

However  McMuUan's  position  was 
challenged  some  eight  years  later  when  it 
was  learned  that  Sangers  of  Great  Britain 
planned  to  open  up  an  operation  in  Belfast. 
Rather  than  compete  head  on,  McMuUan's 
invited  Sangers  to  purchase  its  entire  share 
capital  in  an  agreement  which  allowed  the 
Belfast  management  to  retain  its  autonomy. 

McMuUan's  became  part  of  Sangers  in 
1935,  but  continued  to  trade  under  its 
original  name  until  shortly  before  Sangers 
broke  up. 

In  the  late  70s  McMuUan's  local 
management  became  concerned  that  the 
parent  company,  which  had  been  selling  off 
its  operations  elsewhere  in  the  UK,  was 
considering  the  same  course  of  action  in 
Northern  Ireland.  The  two  depots  in  the 
Province  had  always  traded  profitably,  says 
managing  director  W.H.  Kennedy  (the 
second,  serving  the  area  west  of  the  Bann, 
opened  in  Omagh  in  1966). 

Mr  John  White,  a  prominent  pharmacist 
from  Colerame,  was  instrumental  in 
bringing  the  company  to  where  it  stands 
today.  In  March  1982  Sangers  pulled  out  of 
wholesaling  in  England  and  Wales.  A  bid 
for  the  business  by  a  consortium  of  200 
Northern  Ireland  pharmacists  in  January 
1983  failed.  However  the  subsequent  offer 
for  sale  of  shares  prompted  jointly  by 
members  of  the  consortium  and  Sangers  GB 
was  successful. 

The  future  of  Sangers  (Northern  Ireland) 
pic  hung  in  the  balance,  the  minimum 
subscription  level  for  ordinary  and  load 
stock  of  £850,000  being  attained  just  in  time 
to  meet  the  deadline  of  July  25. 

Mr  White,  now  chairman  of  the 
company,  recalls  that  the  time  spent 
persuading  pharmacists  to  join  the 
consortium  was  nothing  compared  to  the 
amount  of  energy  involved.  "We  circulated 
pharmacists  two  or  three  times  by  post  and 
got  very  little  response.  When  we  put  it  to 
them  face  to  face  they  were  quite  happy,  so 
our  policy  became  to  get  a  cheque  there  and 
then  before  we  left  the  premises." 

Mr  White  and  his  colleagues  persuaded 
228  contractors,  over  half  those  in  the 
Province,  to  get  involved. 

Since  1983  the  company  has  traded  with 
increasing  confidence.  Nearly  90  per  cent  of 
Northern  Ireland  pharmacists  have  an 
account  with  the  company,  which  serves  417 
contractors,  32  hospitals  and  nine  health 
centres.  The  loan  account  due  to  Sangers 
has  been  paid  off,  and  a  £150,000  computer 
system  installed.  An  additional  2,500  sq  ft  of 
storage  space  has  been  installed  in  the 
Belfast  warehouse  to  handle  a  growing 
customer  list  and  higher  inventory  levels. 
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Own  label  goods  are  rapidly  losing 
their  image  as  a  cheap  and  cheerful 
alternative  to  the  "real  thing"  in  the 
eyes  of  the  consumer.  Packaging  and 
presentation  are  begining  to  reflect 
this. 

And  the  fact  is  recognised  by  the 
pharmacist,  judging  by  the  steady  increase 
in  the  number  of  chemists  taking  on  board 
one  of  the  major  symbol  group  ranges. 
Numark,  Umchem  and  Vestnc  all  report  own 
label  as  a  growth  area  and  plan  either  major 
range  extensions  later  in  the  year,  or  the 
introduction  of  new,  classier  packaging. 

The  "big  daddy"  of  these  three 
operations  remains  the  Numark  group, 
which  estimates  sales  of  its  disposable 
nappies  alone  will  top  £3m  this  year. 
Wholesalers  operating  the  Numark 
franchise  have  a  combined  annual  turnover 
close  to  £500m. 

Membership  is  over  2,500  and  growing. 
During  the  past  month  75  independent 
chemists  signed  up,  according  to  ICML 
chief  executive  Trevor  Dixon.  The  winning 
lines  promotion  is  increasing  consumer 
traffic,  he  claims,  and  the  recently  launched 
Numark  paper  range  is  exceeding 
expectations  —  projected  turnover  is 
£750,000.  Further  Numark  branded 
products  are  to  be  launched  in  the  Autumn. 

Mr  Dixon  does  not  forsee  any  of  existing 
franchise  holders  being  faced  with  closure. 
"We  are  very  aware  of  the  franchise  area  of 
each  Numark  wholesaler,  and  there  is  no 
way  we  are  going  to  let  100  per  cent 
coverage  go  by  the  way.  We  are  looking  to 
expand  service  rather  than  contract  it.  "We 
are  content  that  Ferrymans  are  maintaining 
their  franchise.  We  hear  what  AAH  say 
about  running  their  businesses  in  an 
autonomous  way." 

The  franchise  certainly  provides  a  major 
boost  to  the  services  offered  by  the  15 
wholesalers  who  hold  them,  yet  allows  each 
to  maintain  its  own  identity.  <; 

Twenty-one  years  ago  a  few  chemists  \ 
started  a  buymg  operation  for  mdependents, 
based  in  the  back  shop  of  a  village 
pharmacy  m  Ayrshire.  From  their  warehouse 
in  Kilmarnock,  Ayrshire  Pharmaceuticals 
currently  distribute  throughout  the  west  of 
Scotland.  The  company  joined  the  Numark 
group  ten  years  ago.  The  national 
promotional  programmes  allow  members  to 
compete  with  the  major  multiples.  These  and 
other  benefits  have  led  to  the  vast  majority  of 
APL's  customers  becoming  Numark 
members,  the  company  says. 

Established  in  1827,  E.H.  Butler  &  Son 
Ltd  is  a  very  much  a  family  business.  In  1967 
it   became   the   first  pharmaceutical 


distributor  to  computerise  invoice  and 
accounting  systems.  Five  years  later,  a  low 
cost  distribution  scheme  was  launched 
which  later  became  part  of  the  Numark 
operation.  Over  65  per  cent  of  mdependents 
in  their  franchise  area  are  Numark 
members.  Well  over  90  per  cent  of  orders  are 
transmitted  direct  from  terminals  in 
customers'  pharmacies. 

John  Hamilton  (Pharmaceuticals)  Ltd 
operate  the  Numark  franchise  in  the 
Strathclyde  region.  When  they  bought  the 
franchise  in  1981  Numark  membership  was 
43  —  currently  it  is  standing  at  169  and 
growing.  Subsequent  to  the  collapse  of  RPM 
in  Scotland  m  1979  the  retail  pharmacist  has 
become  more  aware  of  his  wholesaler's 
ability  to  provide  a  comprehensive  range  of 
services  as  well  as  stock,  the  company  says. 

L.  Rowland  &  Co  Ltd  was  awarded  the 
Numark  franchise  for  North  Wales  and  the 
Border  Counties  in  1974.  A  year  or  two  later 
the  Wirral  area  was  added  to  it,  and  in  1980 
West  Lancashire  and  North  Liverpool. 
Current  Numark  membership  is  fast 
approaching  the  200  mark  —  m  North  Wales 
itself  80  plus  per  cent  of  chemists  are  in 
Numark. 

Other  Numark  wholesalers  are:  Macarthys  Ltd, 
Bleasdale  Ltd,  Bradford  Chemists'  Alliance  Ltd, 
Richard  Daniel  &  Son  Ltd,  Wm.  Davidson  Ltd,  Herbert 
Ferryman  Ltd,  Hall  Forster  &  Co  Ltd,  S  Haydock  &  Co 
Ltd,  Raimes,  Clark  &  Co  Ltd,  Ridley  (Wholesale 
Chemists)  Ltd  and  James  Taylor  (Trongate)  Ltd 


Trevor  Dixon, 
managing  director, 
ICML 


We're  the  meat  in 
industry  sandwich1 

Pharmaceutical  wh<  >1<  i  ■  il< «  have  had  a  rough  lime  osn  -r  she  past 
few  years.  Apart  from  the  marketing  pressures  of  the  long  running 
discount  war,  they  have  found  themselves  sandwiched  between 
the  unpredictable  political  tussles  of  the  Government,  and  the 
industry  and  the  professions. 


The  high  level  of  competition  has  certainly 
improved  wholesalers'  efficiency,  and  has 
given  pharmacists  the  choice  of  service  or 
price  —  and  they  have  chosen  the  latter. 
Wholesale  discount  schemes  have  also 
meant  a  strong  polarisation  of  accounts  to 
gain  maximum  discount. 

The  use  of  computer  order  entry  has 
increased  dramatically,  the  benefits  being 
perceived  by  both  retailer  and  wholesaler. 
Community  pharmacy  must  be  one  of  the 
most  advanced  of  the  retail  sectors  in  this 
respect.  The  major  symbol  groups  are  also 
recruiting  new  retailer  members  steadily, 
making  links  between  the  chemist  and  his 
chosen  wholesaler  even  stronger. 

The  spate  of  closures  caused  by  the 
collapse  of  RPM  at  wholesale  level  seems  to 
be  coming  to  an  end.  The  number  of  depots 
has  tumbled  from  184  in  1978  to  under  90. 
The  consensus  is  that  there  will  be  further 
closures,  possibly  bringing  the  figure  as  low 
as  70.  But  no  one  is  predicting  where  the  axe 
will  fall  next  —  pubhcally. 

This  apart  there  is  an  air  of  optimism  over 
future  prospects  among  those  who  are  left. 


McCarthy's 
managing 
x.  director 
David 

I    ^  k  Wright 

I 

1  m 


Discounts  have  stabilised,  but  at  a  level  that 
most  wholesalers  feel  offers  too  little  in  the 
way  of  margins.  But  no  one  seems  prepared 
to  risk  all  and  lower  their  rate. 

Unichem's  attempt  to  secure  a 
declaration  that  the  Minister  of  Health  was 
acting  ultra  vires  in  treating  its  members' 
profit  share  as  discount  was  thrown  out  after 
nearly  a  year's  legal  wrangling  in  July  1982. 
And  after  considerable  effort  to  estabish  an 
acceptable  discount  scale,  the  Government 
now  recovers  the  discount  gained  on  NHS 
purchases,  as  soon  as  it  is  given. 

Parallel  importers  are  challenging  the 
HD  scheme  in  the  High  Court  at  present. 
Should  they  overthrow  the  scheme  there 
would  again  only  be  professional  ethics  to 
prevent  pharmacists  from  buying  heavily 
discounted  goods.  If,  as  a  consequence,  the 
Government  decides  to  raise  the  level  of 
clawback,  it  would  be  commercially 
unsound  not  to  jom  the  bandwagon.  And  the 
consequences  of  that  on  full-line  wholesalers 
would  be  dramatic. 

Wholesalers  have  also  been  faced  with 
swallowing  obligatory  price  cuts  and  price 


The  Government  has  a  damned  sight 
better  distribution  service  than  it  is 
paying  for,  maintains  Mr  David 
Wright,  managing  director  of 
Macarthys. 

"It's  paying  Woolworth  prices  for  a 
Harrods  service,"  he  says,  although  he  is 
concerned  that  the  Government  sees  the 
service  as  perhaps  too  good  and  may  be 
looking  for  a  reduction  in  service  levels. 

Mr  Wright  supports  the  efforts  of  the 
National  Association  of  Pharmaceutical 
Distributors  to  raise  the  sector's  profile 


freezes  imposed  by  the  Government,  and 
most  recently  the  limited  list.  These  moves, 
combined  with  the  activities  of  parallel 
importers,  have  all  combined  to  reduce  the 
level  of  turnover  in  the  sector  by  as  much  as 
17  per  cent  since  August  1983,  according  to 
Mr  Ossie  Logan,  director  of  the  National 
Association  of  Pharmaceutical  Distributors. 
This  is  offset  by  the  fact  that  the  number  of 
depots  has  decreased,  allowing  the 
remainder  to  show  increased  turnover. 

Now  the  short  term  problems 
precipitated  by  the  Government  seem  to  be 
over,  for  the  time  being  at  least,  wholesalers 
are  looking  for  a  period  of  stability.  It  has 
also  meant  that  issues  such  as  short  lining 
and  parallel  importing  are  once  again  rising 
up  the  priority  list  for  NAPD  members. 

Recent  events  have  certainly  shown  that 
politicians  do  not  understand  how 
pharmaceutical  wholesalers  fit  into  the 
system.  Considerable  effort  has  been  made 
to  raise  their  political  profile,  with  a  degree 
of  apparent  success. 

A  DHSS  inquiry  into  profit  margins 
found  it  would  not  be  feasible  to  reduce 
wholesalers'  margins  from  manufacturers 
because  of  various  complexities.  But  the 
underlying  problem  from  the  NAPD  view  is 
the  fact  that  a  wholesale  dealers  licence  does 
not  provide  protection  from  shortlining  for 
full-line  wholesalers. 

Last  October  the  Association  called  for 
the  introduction  of  a  two-tier  licensing 
system,  with  two  levels  of  discount  from 
manufacturers  to  redress  the  balance.  A 
code  of  practice  complete  with  sanctions  for 
offenders  would  bring  further  benefits  (C&D 
October  26,  1984,  p776). 

A  fortnight  ago  the  NAPD  put  a  paper  to 
the  Government  seeking  a  review  of  the 
licensing  system.  The  outcome  is  awaited. 


politically.  "One's  interests  here  should  not 
follow  narrow  commercial  channels.  When 
wholesaling  was  a  profitable  activity 
everyone  kept  a  low  profile,  but  now  we're 
suffering  as  the  meat  in  the  sandwich..." 

He  is  quite  optimistic  about  prospects  for 
the  next  few  years.  "But  I  fear  there  are  more 
nasties  to  come  —  the  limited  list  could  be 
further  developed.  The  PPRS  cuts  obviously 
didn't  help.  We  are  working  on  a  percentage 
but  our  costs  are  fixed  so  any  reduction  in 
turnover  means  less  profit." 

Macarthys  have  just  announced  the 
phased  closure  of  depots  at  Romford, 
Dagenham  and  Southend,  with  the  business 
being  taken  up  by  a  new  depot  at  Harold 
Hill.  Mr  Wright  would  not  comment  on 
rumours  of  further  closures  within  the 
company. 

However  he  anticipates  more  closures  in 
the  sector  as  a  whole.  "There  are  some 


Woolworth  prices  - 
-       Harrod's  service 


Yestric  say 
price  must 
be  right 


Vestric  managing  director  Peter 
Worling 


In  the  past  distribution  was  not 
expensive,  but  now  the  cost  has  to  be 
taken  into  account,  and  that  is  one 
point  that  gives  wholesaling  a  great 
future,  says  Vestric  managing 
director  Peter  Worling. 

"Handling  goods,  providing  marketing 
information  and  a  strong  promotional 
programme  are  all  cost  effective  benefits  for 
manufacturers,"  he  says.  "Direct  buying  is 
not  all  it  is  cracked  up  to  be." 

Vestric  have  made  it  quite  clear  that 
rationalisation  is  complete  as  far  as  they  are 
concerned.  The  company  is  now  looking  for 
a  period  of  stability  to  develop  its  services. 

The  limited  list  problem  has  still  to  be 
tackled,  which  has  seen  demand  on  nearly 
350  lines  drop  to  nearly  zero,  but  Mr  Worling 
says  he  is  very  satisfied  with  the  internal 
operational  changes.  "It  was  a  significant 
financial  investment." 

More  depots  will  close  though,  he  feels. 
"There  is  still  excess  capacity  —  90  is  still  too 
many.  When  you  look  at  the  market  place 
some  companies  have  a  level  of  turnover  that 
cannot  support  their  apparent  operating 
costs." 

Shortlming  is  not  the  problem  it  was  five 
years  ago,  says  Mr  Worling.  "It's  to  the 
pharmacist's  advantage  to  use  one  or  two  full 
liners  as  a  source  of  supply  and  get  the 
maximum  discount.  The  Government  is  also 
more  aware  of  full-line  wholesalers. 


There  are  still  "significant  stock 
shortages"  on  a  wide  range  of  standard  and 
generic  products  ten  week  after  the 
introduction  of  the  limited  list.  Mr  Worling  is 
surprised  that  such  a  situation  has  lasted  as 
long  as  it  has.  "We  are  hoping  demand  will 
be  caught  up  with  quickly.  It's  not  only  us 
that's  got  the  problem  —  people  keep 
coming  back  because  they  can't  get  the 
goods  from  anyone  else  either." 

Discount  levels  have  stabilised,  he  says. 
"It's  still  too  high  for  the  long  term  good.  We 
want  half  a  per  cent  more  profit  and  half  a 
per  cent  less  discount,  but  the  level  is  fixed 
by  the  market.  If  there  is  going  to  be  any 
long  term  investment  then  it  is  still  too  low." 

Mr  Worling,  like  others,  has  asked  to  be 
able  to  put  the  wholesalers  point  of  view  to 
the  Pharmaceutical  Society  when  the 
situation  arises,  but  has  met  with  little 
response.  "Wholesalers  are  more  tied  up 
with  the  demands  of  community  pharmacists 
than  most  but  have  no  means  of  speaking." 

Vestric,  like  other  major  wholesalers,  are 
busy  expanding  the  services  they  can  offer. 
The  company  claims  to  be  the  first  to  offer  a 
"Pharmanet"  type  service  to  manufacturers 
—  ten  are  so  far  using  the  service  which  goes 
live  this  week. 

It  allows  manufacturers  to  monitor  sales 
(in  post  code  areas),  and  branch  stocks  of 
their  own  products  on  a  24-hour  basis 
through  Viewdata  terminals  with  access  to 
Vestric's  databank. 

For  retailers  Link  3  is  now  available  with 
further  expanded  memory  —  albeit  at  an 
extra  £1,000.  Over  500  pharmacies  now  use 
the  system,  say  Vestric,  with  150  of  these 
using  the  more  comprehensive  Scripts 
software  allowing  for  patient  records  and 
stock  usage  reports  among  other  facilities. 

In  spite  of  the  Society's  disapproval  of 
commercial  operations  such  as  couponing, 
Vestric's  "Lifestyles"  promotion  have  been 
well  received  —  "retailers  are  clamouring 
for  it".  The  operation  has  been  limited  to 
1,000  outlets,  taking  3,000  booklets  each. 

Partly  because  of  this  the  second  edition 
of  First  Lady  has  been  put  back  to  mid  1986, 
although  Mr  Worling  says  the  company  has 
no  intention  of  dropping  the  idea. 

Further  developments  of  the  own  label 
range  are  planned  for  September,  and 
Vestric  see  the  area  as  becoming 
increasingly  important.  Over  1,800  chemists 
are  now  members  of  the  Vantage  scheme  — 
over  270  joined  the  scheme  last  year  and 
recruiting  is  still  steady. 


places  where  it  would  seem  nonsense  not  to. 
The  Vestric  acquisition  doesn't  worry  us  — 
they  have  been  on  the  market  for  years.  I 
think  AAH  will  find  running  a  national 
wholesaler  a  different  matter  though." 

Over  500  people  are  now  using 
Macarthy's  PDT  to  put  in  orders,  which  the 
company  regards  as  low  —  four  times  that 
figure  is  anticipated.  Further  developments 
are  due  shortly.  The  annual  report  is 
published  in  just  over  a  month. 

Discounts  are  too  high  with  the  present 
level  of  busmess,  says  Mr  Wnght,  but  market 
forces  keep  them  high.  But  if  business  is 
further  reduced  then  either  discount  or 
service  levels  will  have  to  fall.  "People  will 
start  looking  for  a  minimum  account  level  — 
polarisation  is  already  occurmg." 

Macarthys  are  putting  considerable 
effort  behind  developing  their  40  per  cent 
share  of  the  Numark  franchise.  "We  would 


push  anything  through  under  the  Numark 
banner,"  says  Mr  Wright.  "We  are  looking 
very  hard  at  developing  the  own  label  range 
and  in  helping  the  chemist  sell  through." 

The  limited  list  has  had  a  dampening 
effect  on  turnover,  and  produced  a  lot  of 
activity  in  the  generics  area.  "I  wouldn't  have 
said  the  terms  we  were  getting  from  OTC 
manufacturers  are  much  different,  although 
there  is  more  activity  from  them.  Nor  do  I 
think  chemists  have  seen  an  increase  in  OTC 
medicine  sales,"  he  says. 

Mr  Wright  confirmed  that  parallel 
wholesaling  has  been  escalating  over  the 
past  18  months.  "It's  an  irritant  rather  than  a 
significant  problem.  Some  manufacturers 
are  prepared  to  supply  multiple  groups  — 
self  distributors  —  on  better  terms  than  they 
do  full-line  wholesalers.  These  people  are 
prepared  to  sell  on  at  discounted  prices." 
The  oractice  is  immoral,  he  savs. 
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Unichem  'bullish'  on 
distribution 


Unichem 
managing 
director 
Peter 


Peter  Dodd.  Unichem's  managing 
director,  is  feeling  "quite  bullish" 
about  1985.  He  expects  profits  to  be 
up  this  year. 

Unichem  has  just  under  5,000  members, 
says  Mr  Dodd,  although  some  1,500  only  use 
the  company  as  a  support  wholesaler. 

Although  Unichem  is  sitting  pretty,  Mr 
Dodd  predicts  more  depot  closures  before 
the  current  rationalisation  period  is  over. 
"The  first  has  to  be  AAH.  Assuming  they 
don't  do  it  savagely  they  will  close  eight. 

"Macarthys  have  two  closures  on  the 
books. It's  much  more  difficult  to  form 
opinions  on  the  regionals  —  some  will  close 


but  to  put  a  number  on  it  is  difficult." 

After  this  relatively  fine  tuning  Mr  Dodd 
sees  a  period  of  stability.  "But  we  never 
anticipated  that  closures  would  cause  a 
reduction  in  service,"  he  says.  "What  has 
happened  is  that  a  polarisation  of  accounts 
has  enabled  wholesalers  to  run  their 
businesses  more  efficiently.  One  of  the 
benefits  of  computerisation  has  been  the 
continuation  of  a  good  service." 

However  some  internal  changes  are  on 
the  way.  Unichem  are  planning  to  move  into 
hospital  supply,  and  are  expanding  their 
own  label  range. 

"We  believe  we  should  be  looking  to 
move  into  the  hospital  area  —  non-contract. 
We're  very  small  there  at  the  moment,  but  I 
think  we  should  do  something  more  positive. 
It's  something  we  will  give  our  attention  to 
before  the  end  of  the  year." 

Around  3,000  pharmacists  take 
Unichem's  own  label  products  at  present. 
There  will  continue  to  be  range  extensions, 
although  none  in  the  immediate  future  as  the 
entire  existing  range  is  being  repackaged. 

"It's   an    important    area   for  the 


Why  all  the 
rush  for  Cox 
Co-proxamol? 


Because 
of  some  very 

obvious 
advantages... 


and  now  it's 
business 
as  usual. 


COX  CO-PROXAMOL 

DEXTROPROPOXYPHENE  &  PARACETAMOL 


Make  sure  you  order  sufficient  quantities 
from  your  local  representative,  usual 
wholesaler  or  phone  Cox  Pharmaceuticals 
direct  on  027  1-7500 1. 


Full  information  available  on  request  from 
Cox  Pharmaceuticals,  A.  H.  Cox  &  Company  Ltd, 
Whiddon  Valley,  Barnstaple,  Devon  EX328NS. 
Telephone:  (0271)75001. 
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pharmacist.  The  more  we  develop  such  a 
range  the  more  we  can  capitalise  on  our 
customer  base.  There  is  more  incentive  for 
pharmacists  to  stock  a  product  that  is 
exclusively  for  them,"  says  Mr  Dodd. 

Mr  Dodd  also  hopes  for  improved 
communication  with  the  Pharmaceutical 
Society,  something  that  he  and  other 
wholesalers  feel  has  been  conspicuous  by  its 
absence  in  years  past.  "There  is  virtually  no 
relationship  at  all  at  the  moment,"  he  says. 
"As  a  co-operative  owned  by  pharmacists, 
we  should  have  aims  not  a  million  miles  from 
those  of  the  Society." 

A  formal  approach  through  the  National 
Association  of  Pharmaceutical  Distributors 
would  formalise  things  too  much,  he  says, 
although  his  lukewarm  attitude  towards  the 
NAPD  over  the  past  few  years  has  never  been 
concealed. 

"It  is  certainly  not  in  my  mind  to  pull  out 
of  NAPD,"  says  Mr  Dodd.  "I  have  always 
followed  NAPD  policies.  I  have  been 
persuaded  that  Umchem  should  play  a  more 
active  role  and  am  prepared  to  give  it  a  go." 
Short-line  wholesaling   is   less  of  a 


problem  now  than  it  was  before  1978,  he 
says.  "It's  not  in  anybody's  interest  for  there  to 
be  such  a  thing.  Manufacturers  should 
expect  their  ethical  stock  range  to  be  earned 
and  the  pharmacist  should  be  able  to  expect 
to  get  it. 

"It  would  be  sensible  for  there  to  be  a 
two-tier  distribution  margin  with  two  types  of 
wholesale  dealer  licence.  Manufacturers  are 
allowed  a  certain  figure  within  the 
Pharmaceutical  Price  Regulation  Scheme 
for  distribution.  Why  not  allow  two  rates 
depending  on  the  type  of  licence  supplied?" 

Parallel  importing,  is  still  in  a  state  of 
flux,  Mr  Dodd  believes.  "I  am  looking 
forward  to  the  time  when  the  DHSShas 


finished  its  review  of  licence  applications 
and  can  address  itself  to  regulating  the  law 
and  stopping  the  unlicensed  use  of  these 
drugs.  I  believe  the  Department  has  every 
intention  of  dealing  with  the  problem  when 
the  time  is  right." 

On  the  limited  list  front  Mr  Dodd  does 
not  believe  the  situation  will  settle  down  until 
July.  "We  are  still  getting  odd  demands  and 
still  suffering  with  products  not  available. 

"There  are  areas  where  ethical 
manufacturers  are  having  to  review  their 
thinking  —  and  it  does  require  a  change  on 
their  part.  They  are  in  the  commercial  world 
now.  Some  are  coping  quite  well." 

Mr  Dodd  anticipates  no  change  in  the 
discount  rate.  "A  stable  situation  suits  us,"  he 
says,  but  he  is  still  not  happy  with  the  margin 
it  presently  offers. 

"We  get  a  gross  margin  of  10  per  cent, 
with  2.5  per  cent  if  we  pay  within  30  days. 
The  DHSS  takes  6  per  cent.  We  give  more 
credit  than  we  receive.  From  that  you  have  to 
make  twice  daily  deliveries  from  a  very  large 
stock  range  and  provide  support  services, 
and  hopefully  retain  something." 


Drug  Tariff 


Amendments 


INCONTINENCE  APPLIANCES 
JULY  1ST  1985 

From  July  this  complex  range 
of  products,  will  be  restricted  to  an 
equally  complex  list  -  only 
published  prices  will  be 
re-imbursed. 


DRUG  TARIFF 
PRICE  LIST 

INCONTINENCE 
PRODUCTS 


Telephone: 
0734  595835 


The  definitive  Thames  Valley  Medical  list  is  the  LATEST  publication  of  PRICES  and  PRODUCTS. 
Thames  Valley  Medical  prices  are^gxact'y  those  in  the  Drug  Tariff  for  these  Incontinence 
Appliances  -  you  can  be  sure  you  will  be  fully  re-imbursed. 
Thames  Valley  Medical  will  send  you  this  easy  to  follow  list  FREE  OF  CHARGE. 


Available  from: 


Thames  Valley  Medical  stock  ALL  these  products  at 
Drug  Tariff  price. 


3RD  EDITION  OSTOMY  CATALOGUE 
WITH  ALL  MANUFACTURERS'  PRODUCTS 
NOW  AVAILABLE 


Thames  Valley  Medical  Limited 
Chatham  Street 
Reading  Berkshire  RG1  7HT 
Telephone  0734  595835 
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PAGB's  mail  for 
all  OK  seasons 

John  Wells,  OBE,  FPS,  next  month  celebrates  25  years  with  the 
Proprietary  Association  of  Great  Britain,  of  which  he  is  now 
director.  In  this  C&D  interview,  he  looks  back  over  some  of  the 
highlights  and  into  the  future  of  self-medication. 


John  Wells  exudes  personal  charm  and 
patience;  he  is  a  good  listener,  and  is  free 
with  his  advice  which  he  dispenses 
authoritatively  and  clearly.  All  are  qualities 
which  mark  him  as  the  ideal  community 
pharmacist  —  yet  he  has  chosen  to  devote 
them  to  the  cause  of  the  over-the-counter 
medicines  industry.  However,  it  is  perhaps  a 
wider  public  that  has  benefited  as  a  result, 
for  he  has  maintained  his  professional  ideals 
even  when  the  interests  of  the  pharmacist 
and  the  industry  appear  to  be  in  conflict. 

Like  most  of  his  contemporaries,  John 
certainly  expected  to  join  the  retail  ranks. 
Although  he  had  no  family  connections  with 
the  profession  (his  father  was  in  the  Navy  and 
his  mother  a  hairdresser),  at  the  age  of  14  he 
had  "palled  up"  with  an  elderly  back-street 
pharmacist  in  his  home  town  of  Oxford.  "He 
had  a  real  position  in  the  community  as  an 
adviser,"  John  recalls,  "and  I  should  very 
much  like  to  have  emulated  him." 

Again  like  so  many  of  his  generation,  he 
went  to  the  local  Boots  for  his  two-year  pre- 
college  apprenticeship,  thoroughly  enjoying 
the  first  18  months  which  were  spent  almost 
entirely  on  a  busy  counter.  But  after 
qualifying  from  Portsmouth  in  1960  he  soon 
found  the  enforced  dispensary  and 
stockbook  routines  of  relief  management  not 
to  his  liking  and,  at  the  age  of  24,  grasped 
the  opportunity  to  join  the  PAGB. 

"With  so  little  experience  —  and  none  of 
the  industry  —  they  were  very  brave  to 
employ  me,"  John  admits.  But  it  was  a  very 
different  organisation  then:  almost  its  sole 
function  was  administration  of  the  voluntary 
advertising  code  which  had  been  in  effect 
since  1936.  On  the  other  hand,  times  were 
changing,  and  John's  appointment 
permitted  the  then  secretary,  Gordon  Hollis, 
to  prepare  for  the  legislative  deluge  which 
was  about  to  hit  both  manufacturers  and  the 
health  professions. 

Didn't  John  Wells  miss  the  customer 
contact  he  had  deemed  so  important?  "No.  I 
saw  PAGB's  involvement  with  advertising 
and  medicines  labelling  as  a  natural  role  for 
a  pharmacist  —  it  was  just  another  way  to  be 
communicating  with  the  public."  At  first  the 
pace  of  work  was  slow,  but  PAGB  had 
already  embarked  on  a  review  of  medicines 
by  therapeutic  category,  well  in  advance  of 


the  Medicines  Act,  with  just  a  handful  of 
staff.  The  DHSS  Medicines  Division  now  has 
over  300,  John  proudly  points  out! 

In  1964  the  industry  itself  was  different. 
"There  were  many  more  small  family 
companies,  and  continuity  of  representation 
on  our  committees.  But  it  was  during  the  60s 
that  decisions  were  taken  which  were  to 
shape  the  future."  Among  these  was  the 
formation  of  the  Committee  on  Safety  of 
Drugs  in  the  wake  of  the  thalidomide 
tragedy:  John  Wells  argues  that  PAGB 
members  were  able  to  take  this  and 
subsequent  developments  in  their  stride 
because  for  years  they  had  been  accustomed 
to  submitting  their  products  to  pre-launch 
vetting  by  the  Association.  He  also  feels  the 
voluntary  nature  of  the  CSD  activities  gave  a 
valuable  breathing  space  between 
thalidomide  and  legislation.  Nevertheless, 
the  industry  did  not  fully  anticipate  the 
enormous  changes  which  would  result  from 
substitution  of  the  law  for  the  CSD's 
informality. 

Into  Europe 

The  mid-60s  saw  PAGB  become  more 
outward-looking.  Recognising  the  likelihood 
of  continental  influence  on  UK  affairs,  John 
Jamieson  of  Aspro-Nicholas  was  very 
persuasive  about  making  contact  with 
equivalent  European  organisations. 
Unfortunately  there  weren't  any,  apart  from 
in  Germany,  so  the  Association  set  about 
helping  to  get  them  established.  It  was  a 
timely  intervention,  with  UK  membership  of 
the  EEC  looming,  and  much  of  John  Wells' 
time  over  the  past  decade  or  so  has  been 
taken  up  with  the  European  —  and  indeed 
world  —  manufacturers'  federations  which 
resulted. 

But  for  John  Wells  personally,  the  project 
whose  outcome  gave  him  greatest 
satisfaction  was  the  successful  defence  of 
resale  price  maintenance  on  medicines.  It 
was  the  first  major  challenge  for  which  he 
took  full  responsibility,  and  undoubtedly 
honed  those  skills  of  diplomacy  for  which  he 
is  now  well  known.  For  although  the 
profession  agreed  on  what  it  wanted,  the 
right  ways  to  achieve  the  desired  ends  were 
hotly  disputed  and  John  was  much  involved 


with  the  Proprietary  Articles  Trade 
Association,  the  National  Pharmaceutical 
Association,  the  lawyers  and  the  witnesses  in 
preparation  of  the  case. 

Not  least  of  his  problems  was  a  two-day 
appearance  in  the  witness  box  himself.  "The 
case  took  two  years  of  my  life,  but  two  days  of 
being  cross-examined  by  a  QC  is  not  an 
experience  I  would  wish  to  repeat,"  he  says. 
"However,  in  negotiation  work  you  rarely 
know  whether  you  have  won  or  lost  —  it's 
difficult  to  quantify  the  effect  of  your 
representations.  In  this  case,  sitting  listening 
to  the  judge  give  the  decision,  I  really 
believed  we  had  achieved  something  for 
pharmacy  as  a  whole." 

The  achievement  also  helped  John  Well's 
own  position  in  that  he  was  the  natural 
successor  when  Gordon  Hollis  retired  as 
PAGB's  director  in  1971  (the  new  title  had 
been  created  to  match  those  of  the 
administrative  heads  of  the  European 
organisations  with  which  PAGB  now  had  to 
deal).  But  what  a  time  to  take  over!  "We  were 
then  into  our  'decade  of  legislation.'  The 
industry  was  facing  full  implementation  of 
the  Medicines  Act,  with  the  DHSS  adopting 
the  slogan  Tf  it  moves,  regulate  it.' 
Manufacturing,  products,  labelling, 
advertising,  distribution  —  there  was  a  major 
consultation  document  from  the  Department 
every  month,  endless  working  parties  and 
countless  detailed  representations  to  be 
made." 

Life  was  not  made  the  easier  with  few  of 
the  mushrooming  DHSS  staff  having 
experience  of  the  industry  —  and  those  that 
did,  knowing  ethicals  rather  than  OTC 
products  and  marketing.  "More  harm  has 
been  done  to  the  industry  by  mistake  than  by 
intent,"  John  Wells  suggests,  "so  we  have 
developed  a  policy  of  working  through 
explanation  rather  than  conflict.  We  already 
had  experience  of  that  approach  with 
enforcement  of  our  own  voluntary  code  by 
means  of  persuasion." 

All  the  basic  implementation  of  the  Act  is 
now  behind  us,  and  John  believes  attention 
should  be  turned  to  improving  its  regulatory 
structures.  "The  licensing  system  has 
developed  around  new  chemical  entities, 
but  these  are  of  limited  number  and  the  bulk 
of  applications  are  for  P  and  GSL  medicines 
based  on  proven  ingredients.  I  am  therefore 
concerned  that  progress  on  proprietary 
product  applications  is  being  delayed  by  the 
more  substantial  —  and  professionally 
interesting  for  the  doctors  and  pharmacists 
involved  —  work  on  new  drugs." 

Nevertheless,  times  are  changing. 
"There  is  now  a  willingness  to  look  at  POM 
ingredients  for  public-use  medicines,  and  I 
believe  we  shall  see  an  increase  in  this  area 
over  the  next  few  years  —  there  are  perhaps 
half  a  dozen  candidates.  The  criteria  are 
simply  indications  not  requiring  medical 
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PAGB  director  John  Wells  was  designated  FPS  in  June  1981  and  was  made  an  OBE  in 
the  1984  Birthday  Honours  list 


A  tribute  or  two: 


From  the  other  side  of  the  negotiating 
table:  "John  Wells  is  highly  respected 
nationally  and  internationally;  he  is  well 
informed  and  produces  soundly  reasoned 
papers  —  ensuring  his  case  is  always 
listened  to:  I  have  found  him  very  persuasive 
over  the  years:  he  is  a  great  credit  to  his 
organisation."  (John  Long,  DHSS  Medicines 
Division). 


From  a  past  PAGB  president:  "John  is  one 
of  the  outstanding  trade  association  directors 
in  the  UK.  The  fact  that  the  industry  has 
presented  a  united  front  through  many 
troublesome  times  —  from  RPM  to 
medicines  licensing  and  EEC  entry  —  is 
greatly  due  to  his  leadership.  He  is  a 
wonderful  ambassador  for  the  UK  and  the 
industry."  (Donald  McLure,  Beecham). 


From  the  current  PAGB  president:  "At  the 

conclusion  of  my  term  of  office  J  see 
enormous  challenges  and  opportunities  for 
this  Association.  My  confidence  in  the  future 
is  embodied  m  the  person  of  John  Wells." 
(Louis  Finucane,  Menley  &  James). 


diagnosis,  plus  a  reasonable  safety  and 
efficacy  track  record." 

A  second  potential  for  change  concerns 
attitudes  to  what  are  the  indications  suitable 
for  self -medication.  John  Wells  talks  with 
pride  of  PAGB's  efforts  to  stimulate  basic 
research  into  the  topic  —  through  its  Panel 
on  Self  Care,  for  example.  "The  increasing 
public  interest  in  health,  and  a  better 
informed  public,  must  provide  an 
opportunity  for  re-examination,  he 
maintains." 

"Already  we  have  added  cystitis  to  the 
list,  and  there  will  be  other  conditions  where 
sufferers  know  a  great  deal  about  their 
condition  and  are  well  able  to  manage 
themselves.  Previously-diagnosed  arthritis 
must  be  a  case  in  point  —  and  here  it's  only  a 
guestion  of  labelling  because  the 
ingredients  are  already  available  over  the 
counter."  The  last  PAGB  annual  report 
pointed  out  that  three  anti-fungals  had 
become  available  in  France  for  home 
treatment  of  vaginal  conditions,  though  John 
Wells  admits  that  national  differences  in 
medical  opinion  may  affect  a  similar 
decision  here. 

Role  of  pharmacists 

John  Wells  parts  company  with  some 
members  of  the  profession  over  his  attitude  to 
the  pharmacist's  advisory  role.  He  believes 
—  and  PAGB  has  plenty  of  research 
evidence  to  support  the  view  —  that  it  is  the 
customer  who  most  freguently  triggers  the 
advice  process,  so  that  making  it  a 
mandatory  part  of  sales  is  wrong. 
"Pharmacists  are  not  delicate  flowers:  they 
are  regarded  by  the  public  as  a  natural 
source  of  information.  But  most  people  are 
buying  a  product  they  have  used  many  times 
before,  and  if  they  don't  know  they  will  ask." 

While  such  a  belief  allows  John  to  defend 
sales  through  non-pharmacy  outlets,  he  says 
it  is  a  myth  to  suppose  that  there  are  many  P 
products  which  could  have  a  grocery 
franchise,  since  most  are  small  brands.  On 
the  other  hand,  wider  distribution  and  more 
sales  gives  manufacturers  of  bigger  brands 
the  incentive  to  research  products  for  the 
next  decade.  "Many  countries  look  jealously 
at  the  UK's  GSL  and  P  categories,  and  lack 
of  price  competition. 

Recognition  of  the  value  of  home 
medicines  has  also  permeated  to 
governments  and  the  medical  profession, 
John  Wells  feels.  He  first  noticed  the  change 
at  the  World  Federation  meeting  in  1971 
when  speakers  from  around  the  globe 
appreciated  the  fact  that  people  taking 
responsibility  for  their  own  minor  ailments 
reduced  the  pressure  on  doctors  and  health 
services.  As  a  result,  the  industry  itself 
became  more  outgoing  and  confident  about 
its  own  products. 

The  industry  was  also  made  more  united 


by  the  Medicines  Act,  as  companies  had  a 
common  interest.  However,  some  recent 
political  decisions  are  unfortunately 
bringing  back  the  divisions.  That  is 
particularly  true  of  the  "limited  list,"  but 
applies  also  to  the  moves  from  POM  to  P.  The 
ending  of  NHS  prescription  has  removed  an 
effective  and  economic  marketing  route  (the 
so-called  script-led)  for  many  OTC 
medicines,  and  with  the  "list"  therapeutic 
categories  accounting  for  no  less  than  three- 
quarters  of  the  OTC  market,  the  competitive 
situation  has  been  thrown  into  the  melting 
pot.  Little  wonder  manufacturers  are  eyeing 
each  other  with  qreater  caution! 

Similar  upheavals  are  brought  about  by 
transfer  of  perhaps  more  effective  drugs 
from  the  prescription  to  the  home  market. 
Such  moves  can  be  effected  only  by  major 
companies  with  extensive  script  experience 
of  the  drugs  concerned,  because  of  the 
massive  data  submissions  required .  But  here 
again  there  is  a  potential  for  conflict, 
because  the  expensive  effort  can  be 
capitalised  upon  by  other  manufacturers 
once  the  ingredient  is  derestricted.  "We 
haven't  yet  found  the  answer,"  says  John 
Wells,  "but  a  step  forward  may  be  the 
naming  of  individual  products  in  the  POM 
Order  when  topical  corticosteroids  are 
given  P  licences. 

"That  will  be  a  new  approach,  and  one  of 
which  I  strongly  approve,  because  it  means 
that  products  which  have  their  licence 
application  in  first  will  have  a  commercial 
advantage." 

But  these  developments  have  meant 
extra  work  for  John  Wells  and  his  team. 
"Many  of  the  manufacturers  have  never 
advertised  in  non-medical  media,  and  our 
offices  have  received  a  stream  of  their 
representatives  seeking  advice. 

"They  do  not,  for  example,  fully 
appreciate  the  changes  in  labelling  required 
—  the  lay  person  cannot  understand  'data 
sheet'  wording,  and  there  are  disallowed 
indications  not  applicable  when  promoting 
to  the  doctor.  These  areas  are  a  particular 
expertise  of  PAGB." 

That  expertise  is  well  recognised  by  the 
DHSS,  which  requires  all  medicines 
advertising  directed  at  the  consumer  to  be 
pre-vetted    by    PAGB  or  face 

Departmental  scrutiny!  The  former  is  clearly 
the  preferred  route,  because  voluntary 
codes  of  practice  can  reflect  market  and 
technical  changes  much  more  rapidly  than 
can  legislation. 

And  despite  their  early  inexperience, 
John  Wells  is  now  much  appreciative  of  the 
DHSS  staff.  "I  have  been  impressed  by  their 
quality  and  dedication  —  they  do  a  difficult 
job  well,"  he  says. 

The  same  testimonial  might  be  —  and 
indeed  often  has  been  —  spoken  in  respect 
of  John  himself! 
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change? 


Two  drugs  claimed  to  be  heavily 
promoted  as  appetite  si  imulants  in 
countries  where  hunger  is  endemic 
should  be  withdrawn,  according  to 
Social  Audit. 

The  organisation  picks  out  Sandoz  who 
market  Mosegor  (pizotifen)  as  an  appetite 
stimulant  and  Merck,  Sharp  and  Dohme 
who  sell  Periactin  (cyproheptadine)  for  the 
same  indication. 

Charles  Medowar,  Social  Audit 
director,  says  "There  is  absolutely  no 
justification  for  promoting  pizotifen  and 
cyproheptadine  as  appetite  stimulants. 

"With  upwards  of  800  million 
malnourished  people  in  the  Third  World, 
appetite  stimulants  are  a  complete 
irrelevance." 

Social  Audit  have  asked  the  Committee 
on  Safety  of  Medicines  to  investigate 
claims  made  by  Sandoz  and  to  consider 


withdrawing  their  product. 

A  spokesman  for  Sandoz  expressed 
surprise  and  dismay  at  the  comments. 
Mosegor  is  well  documented  over  a 
number  of  years  in  terms  of  safety  and 
efficacy,  he  told  C&D. 

Appetite  stimulation  is  an  approved 
indication  in  a  number  of  countries,  not 


just  in  the  Third  World,  he  added. 

A  spokesman  for  Merck,  Sharp  and 
Dohme  said  that  Periactin  had  not  been 
actively  promoted  for  many  years  in  some 
third  world  countries.  It  had  been  on  the 
UK  market  for  23  years. 

The  indication  for  appetite  stimulation 
was  added  in  1968. 


■ETTERS! 


Two  for  one? 

As  you  are  aware,  Dithrocream  is  available 
in  four  strengths  (0.1,  0.25,  0.5  and  1.0  per 
cent)  in  order  to  provide  a  complete  range 
for  patients  with  sub-acute  and  chronic 
psoriasis.  In  many  instances,  an  individual 
patient  may  require  more  than  one 
strength  on  the  same  prescription,  and  not 
all  pharmacists  are  aware  that,  under  these 
circumstances,  only  one  prescription 
charge  is  appropriate. 

We  have  checked  this  ruling  with  the 


National  Pharmaceutical  Association  who 
have  confirmed  that,  in  all  cases  where 
different  strengths  of  the  same  formulation 
are  required  for  an  individual  patient  at 
any  one  time,  only  one  £2  prescription 
charge  should  be  made.  As  the  pharmacist 
is  paid  for  each  strength  dispensed,  he/she 
should  record  this  on  the  prescription  and 
remember  to  claim  the  lno  charge  items' 
on  the  monthly  return  to  the  Pricing 
Bureau. 

Ian  G.  Mitchelson  and  Martin 
Whitefield, 

Dermal  Laboratories. 
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THREE  PROVEN  SALES  WINNERS 

T0RBET0L*  Acne  Solution:  a  non-keratolytic,  bactericidal  solution 
for  spots,  pimples,  and  acne.  Promotes  rapid  healing  by  destroying 
pimple-producing  bacteria,  so  reducing  inflammation  and  clearing  blocked 

pores. 

T0RBET0L*  Shampoo:  the  medicated  treatment  for  all  forms  of  dan- 
druff; scientifically  formulated,  containing  two  highly  effective  germicides 
to  leave  hair  clinically  clean  and  dandruff-free 

CALSALETTES*  Tablets:  a  natural  laxative  containing  the  pure 
vegetable  extract  Aloin  Excellent  as  a  long-term  laxative  in  the  treatment  of 
chronic  constipation,  and  just  as  effective  in  short-term  use. 

Three  products  available  from  your  local  WHOLESALER  - 
and  soon  to  he  promoted  direct  to  your  customers. 


jdjB  1 1  k    Further  information  is  available  Irom 

B»  Torbet  Laboratories  Ltd 

' '  ^   P0  Box  II,  Maidstone,  Kent  ME  1 5  900 


'  Trademark 


mmmmm 


MEET  A  LIVING 
LEGEND 

at  the  CHRISTMAS  BEAUTY  FAIR 


Mount  Royal  Hotel,  Bryanston  Street, 
Marble  Arch,  London,  Wl.  7th  July  -  10th  July 
come  and  meet 

Steve  Davis 

promoting  the 

GOYA  MATCHROOM 
range  of  mens  toiletries 
on  the  Goya  stand  in  room 


115  on  Tuesday, 


9th  July,  1985 


MATCHROOM 

AFTER  SHAVE  FOR  MEN 
WHO  PLAY  TO  WIN 
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BUSINESS  NEWS 


LRC  figures  standing  up 
to  increased  competition 


LRC  International  increased  sales 
by  £37m  to  £196m  in  the  year  to 
March  31.  Pre-tax  profit  rose  by 
£3. 8m  to  £18. 8m. 

LRC  Products  profits  rose  from  £5. 8m 
to  £6. 6m,  despite  strong  competition  in 
condoms,  surgeons'  gloves  and  household 
gloves. 

The  Lifestyles  brand,  which  attacked 
Durex's  hold  on  the  contraceptives  market 
in  the  UK,  took,  according  to  chief 
executive  Alan  Woltz,  a  "tiny"  2  per  cent 
market  share.  Other  competition  came 
from  imported  rubber  gloves  (LRC's 
Marigold  and  other  brands  have  over  half 
the  market)  and  from  the  Australian  firm 
Ansell  in  the  medical  gloves  area. 

Industrial  Holdings  profits  were  up  by 
24  per  cent  to  £7. 2m,  with  the 
photographic  business  (LRC's  share  of 
Colourcare)  leading  the  improvement. 


The  overall  rise  of  26  per  cent  in  group 
operating  profits  includes  a  six  months' 
contribution  from  Royal  Worcester  Spode. 
The  company  says  that  integration  of  this 
new  division  is  going  well  and  "a 
significant  contribution"  is  expected. 
Other  parts  of  the  group  accounted  for  an 
18  per  cent  improvement. 

The  North  American  division  of  LRC 
showed  a  rise  in  profits  of  £lm  to  £3. 6m, 
with  a  significant  improvement  in  the 
Cook  Bates  manicure  business.  The 
International  division  saw  profits  rise  from 
£2. 4m  to  £2. 6m  after  additional  investment 
in  marketing  development  and  in  spite  of 
the  adverse  effect  of  Malaysian  exchange 
rates. 

"This  is  the  sixth  consecutive  year  of 
improvement  in  LRC's  sales  and  profits. 
We  expect  the  good  performance  to 
continue"  says  Mr  Woltz. 


More  changes  to 
Insolvency  Bill? 

The  CBI,  Institute  of  Directors  and 
National  Consumer  Council  are  all 
lobbying  the  Government  to  tighten 
up  provisions  in  their  Insolvency 
Bill  —  soon  to  enter  the  report  stage 
in  the  Commons. 

They  want  to  see  company  directors 
made  personally  liable  for  a  company's 
debts  where  the  firm  continues  trading  to 
the  detriment  of  their  creditors,  having 
already  been  unable  to  meet  a  debt  falling 
due. 

This  definition,  the  three  bodies  say, 
would  curb  the  "cowboys"  —  phoenix 
directors  who  emerge  from  the  ashes  of  a 
wound-up  company  only  to  begin  trading 
again  —  without  hitting  genuine  trading 
which  may  help  the  company  recover. 

The  NCC  was  defeated  by  IoD  and  CBI 
lobbying  while  the  Bill  was  in  the  Lords. 
The  consumer  body  had  wanted  to  see 
directors  of  companies  which  fold 
automatically  disqualified  from  joining 
other  boards. 

All  three  of  the  organisations  now 
believe  their  redrafted  clause  nine, 
together  with  clause  seven's  measures 
against  directors  deemed  unfit  will  solve 
the  problem. 

The  IoD  believe  directors  should 
become  liable  if,  through  their  consent  or 
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negligence,  the  company  engages  in 
wrongful  trading.  The  NCC  want  directors 
to  be  made  liable  if  they  knew  or  ought  to 
have  known  this  was  happening.  They 
have  all  written  to  Trade  Secretary 
Norman  Tebbit  urging  him  to  accept  the 
new  clause  nine. 

The  Department  of  Trade  is  "actively 
considering"  the  amendments,  they  say. 

If  the  Bill  is  to  be  amended,  it  will  have 
to  be  done  through  a  vote  in  the 
Commons. 

Boots  to  chop 
hospital  staff 

Staff  at  the  Boots  Hospital  Products 
factory  in  Basingstoke  is  to  be 
reduced  by  nearly  a  quarter. 

The  factory,  which  supplies  the  NHS 
with  intravenous  and  irrigation  fluids,  will 
lose  up  to  120  of  its  473  employees.  A 
Boots  spokesman  said  the  job  losses  are 
due  to  a  wide  fluctuation  in  demand 
following  contracting  systems  imposed  by 
many  Regional  Health  Authorities.  This 
has  put  severe  pressure  on  prices  which 
are  currently  20  per  cent  lower  than  the 
1980  level. 

The  company  says  every  effort  will  be 
made  to  give  assistance  to  those  employees 
wanting  to  obtain  alternative  employment, 
and  that  Boots  will  continue  to  try  and 
expand  the  business  of  their  hospital 
products  made  at  Birmingham. 


The  chairman  of  AAH  Holdings,  Bill 
Pybus,  officially  opens  Vestric's  new 
ethicals  warehouse  in  Bristol.  The  new 
warehouse  covers  19,000  sq  ft  and  has 
been  designed  to  handle  more  than  2,000 
lines.  Ethicals  had  previously  occupied  a 
section  of  the  OTC  warehouse  next  door, 
which  provides  for  the  areas  served  by 
Vestric's  Bristol,  Kingswinford,  Swansea 
and  Paignton  ethical  depots.  The  new 
warehouse  will,  in  addition  to  the  Bristol 
area,  serve  30  per  cent  of  the  territory 
previously  covered  by  the  Cardiff  depot, 
and  all  the  hospitals  in  South  Wales 


Unichem  up 
share'  level 

Unichem  have  increased  the 
threshold  level  of  business  below 
which  their  members  do  not  qualify 
for  monthly  profit  share  on  medical 
purchases. 

The  new  minimum,  applying  from  July 
1  is  £2,000  monthly,  £200  higher  than  the 
old  level.  Profit  share  is  then  payable  on 
the  whole  sum. 

The  company  has  recruited  350  new 
members  since  the  turn  of  the  year,  they 
say,  with  turnover  currently  up  20  per  cent 
on  the  first  half  of  1984. 


Farley  products 
go  to  Evans 

Farley  and  Evans  Medical,  both 
Glaxo  companies,  have  announced 
marketing  of  some  Farley's 
proprietary  products  will  transfer  to 
Evans  in  July. 

The  products  are:  Acriflex,  Adexolin, 
Anethaine,  Dequadin,  Dequacaine, 
Haliborange,  Minadex,  Mycil  Ointment 
and  Powder,  Sea-legs  and  Vitaplus. 

The  changes  have  been  made  to  allow 
the  two  companies  to  concentrate  and 
develop  their  specialist  fields  within 
Glaxo,  Farley's  in  food  and  Evans  in 
medicine. 
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Chemists'  Defence  profits  hit 
by  need  for  higher  reserves 


The  Chemists'  Defence  Association 
made  a  profil  ol  E47.462  in  1984, 
£32.257  down  on  the  previous  year's 
figure. 

Subscriptions  were  £10,639  higher  at 
£42,860,  while  income  from  investments 
rose  £1,356  to  reach  £7,476.  Management 
expenses  fell  to  £9,438  from  1983's 
£10,663. 

"During  the  year,  at  least  one  member 
found  out  the  hard  way  that  failure  to 
renew  his  NPA  subscription  on  time  could 
be  very  costly  indeed"  warns  secretary 
Brian  Dosser.  "The  unlucky  pharmacist 
misread  a  prescription,  the  wrong  drug 
was  supplied  and  the  patient  suffered 
serious  injury. 

"If  the  claim  succeeds,  it  will  be  very 
costly,  and  will  probably  put  the  member 
into  liquidation." 

Claims  in  1984  were  again  remarkably 
low  compared  to  the  number  of 
prescriptions  dispensed,  Mr  Dosser  goes 


AGB  may  finally  have  an  answer  to 
the  age-old  conundrum  about  half 
the  advertising  budget  being 
wasted  —  if  only  you  knew  which 
half. 

Their  latest  service,  Sparline,  can 
show  what  would  have  happened  to 
product  sales  if  no  promotions  had  taken 
place,  they  claim,  so  helping  to  eliminate 
wasted  campaigns.  "Below-the-line 
expenditure  in  the  UK  is  now  estimated  at 
£5bn  a  year  says  Project  director  John 
Sharman.  "But  well  over  £lbn  of  that  is 
wasted  on  ineffectual  and  unmeasured 
promotions." 

Sparline  was  developed  in  America  by 

£2m  biotech 
research  club 

Celltech.  Glaxo.  ICI  and  RTZ 
Chemicals  are  teaming  up  for  a 
joint  venture  involving 
biotechnology  research  in  proteins. 

Coming  together  under  the  umbrella 
of  the  Science  and  Engineering  Research 
Council,  they  hope  to  produce  new 
proteins,  unseen  in  nature. 

"Through  protein  engineering,  it 
should  be  possible  to  produce  new  drugs, 


on.  "But  the  number  of  claims  rises 
steadily  year  by  year,  mainly  due  to  an 
increasingly  claim-conscious  public. 

"This,  together  with  the  increasing  cost 
of  the  average  claim  and  substantial 
increases  in  the  costs  of  re-insurance, 
stresses  the  need  for  increased  reserves." 

It  is  the  additional  sum  transferred  to 
reserves  this  year  —  £50,000  which 
accounts  for  the  drop  in  profits. 

Mr  Dosser  repeats  the  warning  in  last 
year's  report  that  some  errors  resulting  in 
claims  were  caused  by  "gross  carelessness 
or  disregard  of  normal  pharmaceutical 
checking  procedures." 

"Pharmacists  must  face  their 
professional  responsibility  and  check 
prescriptions  carefully  before  they  are 
handed  out"  he  goes  on. 

"Pharmacists  must  be  especially 
careful  in  deciding  when  to  delegate  to  an 
assistant  the  task  of  handing  dispensed 
medicines  to  patients." 


market  researchers  Spar,  who  are  working 
together  with  AGB  to  market  the  idea  in 
the  UK.  It  has  since  been  applied  in 
Canada  and  Australia.  AGB  have  already 
picked  up  their  first  British  customers, 
they  say. 

"Our  experience  in  evaluating  over 
850,000  promotions  around  the  world 
shows  manufacturers  can  expect  a 
minimum  15-20  per  cent  bottom-line 
payback  on  their  promotional 
expenditure"  says  Mr  Sharman. 

"In  other  words,  a  manufacturer 
spending  £lm  per  annum  can  expect  to 
save  at  least  £150,000  which  he  can  take  as 
profit  or  reallocate  to  other  areas  of  the 
marketing  budget." 


hormones  and  industrial  enzymes  better 
suited  than  the  natural  proteins  as 
pharmaceuticals  or  industrial  catalysts." 

The  "club"  will  support  a  programme 
of  research  in  universities  and 
polytechnics  costing  some  £2m  over  the 
next  four  years.  Three-quarters  of  this 
amount  will  come  from  SERC,  the  rest 
from  their  industrial  partners. 

Decisions  have  already  been  made 
concerning  the  first  £1.3m  of  the  money  to 
be  allocated.  It  will  go  to  research  at 
Bristol,  Leeds,  Oxford,  Sheffield  and  York 
universities,  plus  Birkbeck  College  and 
the  Imperial  College. 


Small  firms  must 
train  says  DoE 

Even  the  smallest  employer  can't 
afford  to  ignore  the  need  to  train  his 
staff.  Employment  Minister  Peter 
Morrison  told  an  audience  of  small 
businessmen  in  Hammersmith  last 
week. 

"No  matter  how  small  you  are,  you 
must  train  to  stand  still  and  train  harder  to 
grow"  he  said.  "The  Government  is 
making  great  strides  in  improving 
conditions  in  the  labour  market,  not  least 
for  small  businessmen.  A  vital  part  of  your 
own  investment  must  be  in  training.  The 
investment  will  be  largely  yours,  but  so 
will  the  rewards." 


Vestric  on  view 

Vestric's  Viewdata  Bulletin,  an 
electronic  communications  system 
offering  manufacturers  access  to  a 
wide  range  of  management 
information  on  the  Vestric  computer 
databank,  is  now  up  and  running. 

Available  information  on  individual 
products  includes  television  area,  post 
code  area  and  historical  sales,  together 
with  sales  and  stocks  at  Vestric  branches. 
There  is  also  an  order  entry  facility.  The 
data  is  updated  daily. 

Over  25  companies  are  currently  using 
the  information,  with  more  testing  it. 


Retail  prices 

The  Department  of  Employment  retail 
prices  index  for  all  items  reached  375.6  in 
May  (lanuary  1974  =  100).  This  represents 
an  increase  of  0.5  per  cent  on  April  and 
7.0  per  cent  on  May  1984. 

EVENTS 

Advance  information 

SDP  Health  and  Social  Weliare  Association.  Connaught 
Hall,  Tavistock  Square,  London  WC1H  9EX,  July  13,  10am, 
Annual  meeting  and  conference  Conference  theme  "Front- 
line caring".  Cost  £5.50  (cheques  payable  to  the  Association) 
including  buffect  lunch,  to  W  Barnard,  12  Park  Road,  New 
Barnet  EN4  9QA 

Chelsea  College.  University  ol  London.  Manresa  Road, 
London  SW3  6LX,  September  16-20.  Conference  to  honour 
Professor  Arnold  H  Beckett  on  his  retirement  from  the  College. 
"Development  of  drugs  and  modern  medicines"  Fees  before 
July  31,  £150,  £175  after  that  date,  £75  for  students. 
Accommodation  in  halls  of  residence  at  £12  a  night  including 
continental  breakfast.  Information  from  Ms  Christine  Heather 
Secretary  to  Professor  A  H  Beckett,  department  of  pharmacy, 
Chelsea  College,  Manresa  Road,  London  SW3  6LX 


How  much  promotion  is  wasted? 
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CLASSIFIE 


Post  to 

Classified  Advertisements, 
Chemist  &  Druggist, 
Benn  Publications, 
Sovereign  Way,  Tonbndge, 
Kent  TN9  1RW. 
Telephone  Tonbndge  (0732) 
364422  Telex  95132. 
Ring  Paul  Crouch  ext 
272  for  further  information 


Publication  date 

Every  Saturday 
Headings 

All  advertisements  appear  under 
appropriate  headings 
Copy  date  4pm  Tuesday  prior 
to  publication  date 
Cancellation  deadline 
5pm  Monday  prior  to 
publication  date. 


Display  /  Semi  Display 

£  1 2 . 50  per  single  column 
centimetre,  min  30mm.  Column 
width  42mm. 
Whole  Page  £1 100.00 
(260mm  X  180mm) 
Half  Page  £570.00 
(125mmx  180mm) 
Quarter  Page  £320.00 
(1 25mm  x  88mm) 


Agents 


Box  Numbers  £2.50  extra 
Available  on  reguest 

All  rates  subject  to 
standard  VAT. 


Appointments 


Do  you  enjoy  writing? 

.  .  .  then  put  your  talents  to  the  test  through  a  career  in 
pharmaceutical  journalism  with  Chemist  &  Druggist. 
Writing  ability  is  only  the  start  however:  you  must  have  a  keen 

interest  in  all  matters  concerning  the  profession,  from  the 
science  and  products  to  the  politics  and  business  management. 
You  must  also  have  an  inquiring  mind  and  a  keen  sense  of  what 
is  "news"  In  journalism  you  will  both  satisfy  your  curiosity  and 
broaden  your  horizons,  but  candidates  will  be  expected  to  have 
had  some  experience  in  pharmacy  practice  since  registration. 
C&D  is  located  in  modern  offices  in  the  centre  of  Tonbridge, 
Kent  and  the  company  offers  excellent  conditions  of 
employment.  To  find  out  more,  write  with  cv  and  current  salary 
'  to  J.  Skelton,  MPS,  Editor,  Chemist  &  Druggist: 

Benn  Publications  Limited  t>tfinn 

Sovereign  Way    11  '"'    :  1 
Tonbridge,  KentTN9  lRW. 

Hfiriiii.iw: 


TEACH  IN  JAPAN 

Persons  with  a  degree  and  experience  in  various  pharmaceutical  areas 
wishing  to  teach  Japanese  adults  for  one  or  two  years  in  Tokyo  and  other 

parts  of  Japan  should  write  to:  — 
Personnel  Director,  International  Education  Services,  Shin  Taiso  Bldg.r  10-7, 
Dogenzaka  2-chome,  Shihuya-ku,  Tokyo  150  JAPAN 

Persons  with  one  or  more  years  of  teaching  experience  are  preferred  No  Japanese 
language  is  required  for  classroom  instruction  at  I.E.S.  An  orientation  and  training  are 
given  in  Tokyo, 

Information  on  salary,  transportation  and  housing  can  be  obtained  by  providing 
International  Education  Services  with  a  recent  photograph,  detailed  resume  and  a  letter 

indicating  an  interest  in  the  position.  Replies  are  sent  only  to  applicants  of  interest. 
Personal  interviews  will  be  held  in  L  ondon  in  early  October.  Selected  applicants  would  be 
expected  to  arrive  in  Tokyo  from  January,  1986 


Business  Opportunities 


MAJOR  SUNGLASS  DISTRIBUTOR  would  be  pleased  to  hear 
from  Agents,  Multiples  or  Wholesale  Companies  interested 
in  purchasing  on  a  regular  basis,  excess  production 
overuns  and  frustrated  export  orders  of  sunglasses  and 
clipovers  in  a  wide  range  of  styles  and  lenses.  These  quality 
products  currently  being  sold  worldwide. 

Contact  Box  C&D  3119  in  confidence. 


AGENTS 
REQUIRED 

NORTH  EAST  ENGLAND 

A  leading  wholesaler  requires 
reputable  agents,  with  established 
retail  chemist  connections,  to  sell 
comprehensive  range  of  quality 
sundries.  Commission  only.  Write 

giving  details  of  experience, 
connections  and  area  covered  to: 

BOX  C&D  3120 


AGENTS  REQUIRED 

with  better  class  accounts  in  the  following  areas:  — 
SCOTLAND/ WALES 
LONDON AREA 
SOUTHERN  ENGLAND 

to  promote  sales  of  highly  successful  range  of  quality 
fashion  jewellery  on  attractive  display  stands. 

FLORENTINE  JEWELLERY 
01-739  1214 

REF  M  P  G 


Business  Wanted 


Business  for  Sale 


BRECON 
BEACONS 
NATIONAL  PARK 

Drugstore  with  freehold  flat 
and  branch  Dental  Surgery 
(let).  No  Pharmacy  within  8 
mile  radius.  Freehold  to  include 
3  bedroomed  C.H.  Flat  + 
Dental  Surgery. 

(65.000  Tel:  0874-711163  or  0874  2062 


FASHION  JEWELLERY 

EXTRA  5ALE5  FOR  YOU  WITH  HIGH 
MARGINS  AMD  5T0CKTURM1 

5TEP-UP  —  Thecomplete  package  deal  for 
fashion  jewellery 

•  Latest  designs  and  fashion  colours 

•  Pre-priced  stock 

•  Unique  display  system 

•  Free  installation  &  merchandising 

•  Unique  stock  control/refill  system 

•  Constant  change  and  variety 

FA5HI0M  JEWELLERY  5ALE5 
MANAGED  FOR  YOU! 

Full  colour  details  Retail  Concepts, 
33-57  5t.  Mary's  Rd.,  Market  Marborough, 
Leics  Tel:  0858  64565 


CHEMIST  BUSINESS 
REQUIRED  IN  EAST 
SUSSEX 

Minimum  turnover  £250,000. 

TELEPHONE: 
(0273)  566110. 
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Packs/Labels 


Perfectly  matched  English 
language  packs  available  for 
all  parallel  imports.  Take  the 
trouble  out  of  your  re-labelling 
and  let  our  experts  do  the  job 
for  you. 


•  Total  confidentiality 

•  Quality  control  assured  — 
factory  with  DHSS  approval 

•  Sample  and  details  on  request  1 

TOWNENDALE 


PO  BOX  53 
HARROGATE 
HG1 5BD 

Tel:  0423  62593 
Telex:  57439 
MATOWN  G 


ASSOCIATION  OF 
PHARMACEUTICAL 
IMPORTERS 


Shopfitting 


c 

I. 


SHOPFITTERS  FOR 
THE  PHARMACY 


Lux  Line 

REFITS,  NEW  INSTALLATIONS,  CEILINGS, 
SHOPFRONTS,  ELECTRICAL,  FINANCE.  NPA  & 
NUMARK  APPROVED 
SO  CONTACT  US  NOW. 
LUXLINE  LTD 

8  COMMERCE  WAY,  LEIGHTON  BUZZARD,  BEDS 

TEL:  0525  381 356  _. 


DETROIT 
DISPLAY 
SHELVING 

A  new 

pharmacy  can 
be  yours  for 
£18.33  per 
week  (least  rate 
fitted  free) 


NUMARK 


K  H  WOODFORD  &  CO  LTD 
Ring  Now  0202  36272 


Labels 


LABELS 


rSpQi/Aiirv 


Shopfitting 


LEXDRUM 

0626  834077 

WE  PROVIDE  A  PROFESSIONAL 
SHOPFITTING  SERVICE  FOR  THE 
RETAIL  PHARMACY 

LEXDRUM  STOREFITTERS 
■""■m  Chappie  Rd,  Bovey  Tracey,  Devon. 

0626  834077 


Price  Labels 


PRICE  LABEL  PROMISE 

WE  Willi  WOT  BE 
UNDERSOLD 

We  offer  quality  tables  for  METO 

price  guns,  at  lowest  prices.  We 
also  offer  first  class  delivery  and 
repairs. 

Send  for  details  to:  —  (No  stamp 
required) 

Low  Price  Label  Co. 

Freepost,  Dept  CD, 

88,  Southbourne  Grove, 

Westcliff-on-Sea, 

Essex  5S0  3BR. 

or  Telephone:  0702-333761 


TOMLYDON 


Stock  Wanted 


HEALTH  &  BEAUTY 
PR0DUCTS.C0SMETICS, 

PERFUMES 

We  purchase  surplus 
redundant  stocks. 

•  •  • 

We  have  £250,000 
available. 

•  •  • 

Quick  decisions 

•  •  • 

Payment  by  bankers  draft, 
cheque,  even  cash  if 
required. 

•  •  • 

CONTACT: 
FAMOUS  BRANDS  LTD, 
126  KNIGHTON  LANE,  LEICESTER. 
Tel:  0533  830911 


Professional 
Prescription 
Computer  Labelling 


Stock  for  Sale 


JUST  PERFUMES 

457B  ALEXANDRA  AVENUE, 
HARROW,  MIDDX  HA2  9RY 
TEL:  01-868  1263 

Largest  selection  of  branded 
perfumes  in  the  UK. 
Nationwide  delivery  service, 
callers  welcome. 
Open:  —  Mon-Fri 
9.00am-6.00pm 
Sun  10.00am  2.00pm 


0RALABEL 


Orange  Computers  Ltd 
Ruskin  Chambers,  Drury  Lane, 
Knutsford,  Cheshire  WA166HA. 
Tel:  0565  53417 

NEW  HIGH  SPEED  SYSTEM 
E897.50 

•  Epson  HX-20  Micro 

•  Buffered  RX-80  Printer 

•  Enhanced  program 

•  Option  of  wholesaler  Link-up 


Oralabel  Program  (Only) 

•  For  existing  HX-20  users 


BASIC  SYSTEM 
STILL  ONLY  £625 


RECOMMENDED 
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Professional  Prescription 
Computer  Labelling 


We  will  take  your  old  labeller  away 
and  replace  it  with  Ours! 


Do  you  have  a  labeller  that:— 


*  Is  too  slow? 

*  Doesn't  have  the  capacity  you  want? 

•*  Doesn't  allow  for  changes  in  labelling  regulations? 

*  Can't  cope  with  new  drugs  and  cautions? 

*  Keeps  breaking  down? 

*  Gets  no  maintenance  back-up  or  software 
updates  because  the  supplier  has  gone  bust? 

*  Won't  let  you  change  anything? 

*  Was  claimed  to  be  'THE  BEST,  and  wasn't? 


We  can  offer  up  to  £500 


Due  to  our  wide  contacts  both  in  pharmacy  and  die  computer 
world,  we  can  now  offer  allowances  of  up  to  £500  for  your 
existing  equipment  (even  TYPEWRITERS!).  If  you  are 
interested  in  a  Richardson  BBC  system,  please  'phone  us,  tell  us 
what  system  you've  got  and  we  will  arrange  a  quotation. 


JOHN  RICHARDSON  COMPUTERS  LTD., 
Unit  337,  Walton  Summit,  Preston,  Lanes  PR5  8AR.    Tel:  0772  323763 


>tl'K  Mainland  imly)  Electron£995  BBL  La 
KM  rebate  on  Net  I'ruc  to  NI'A  members  I 


cite  from  I'llftfi  BBC  Disc  fri.m  1179S 
tse  purchase  terms  available 


The  ultimate  in  pharmacy  labelling  technology 
is  as  easy  as  ABC 


THE  BEST-VALUE  DISK  DRIVEN  COMPUTER  LABELLER 
ON  THE  MARKET 


\g^p\Ri<  System  floo 

THE  SYSTEM  YOU  WOULD  DESIGN 
FOR  YOURSELF 

m  Quick -disk  loading  -  can  be  loaded  in  less  than 
one  minute  Allows  rapid  change  to  business  systems 

■  Reliable  Hardware  ■  Easy-to-use  software 

■  Purpose  designed  stand  ■  Pharmacy  purchase 
ledger  programme  available  -  also  Mail  List,  and 
many  more  new  developments  ■  Easy-to-use  order 
pad,  complete  with  product  pack  sizes 

■  DRUG  INTERACTION  WARNING  FACILITY  ! 

■  Limited  list  notation 

■  Full  maintenance  and  service  back-up 


— I  GENEROUS  PART  EXCHANGE  [ 
ALLOWANCE  -  Ask  for  details 


Priced  at 


£1195 


Also  available  cassette 
based  versions  at  £975* 

(can  be  upgraded  to  disk 
for  £250) 

Excl  VAT  Including  a  10% 
NPA  REBATE 


MPA 

RECOMMENDED 


Contact  David  Coleman,  or 
Mike  Sprince,  MPS. 
Park  Systems  Ltd., 

1  7-19  Gascoyne  St. 
Liverpool  L3  6BS 
Tel:  051-236  9438 


'SM3 

l  Serving  today's  pharmacy 
with  reliable  technology 


Cleaning  Services 


Wanted 


JETS  OF  THE  UK  CLEANING  CONTRACTORS 

7  THOMSON  ROAD,  WEALDSTONE, 
HARROW,  MIDDX. 

Specialists  in  all  types  of  cleaning.  24  hour, 
7  days  a  week  service. 
Phone:  01-863  8384 


WANTED 

K.L.  7/8TABLET  COUNTERS 
WILL  COLLECT. 

PLEASE  RING  (0254)  52664 
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Prof  Beckett  set 
to  retire 

Professor  Arnold  H.  Beckett  OBE. 
FPS,  is  due  to  retire  as  Professor  of 
Pharmacy  at  Chelsea  College, 
University  of  London  at  the  end  of 
this  academic  year. 

To  mark  the  occasion  a  symposium  on 
the  development  of  drugs  and  modern 
medicines  is  being  held  at  Chelsea 
College,  September  16-20  (see  Coming 
Events) . 

Professor  Beckett  is  a  past  president  of 
the  Pharmaceutical  Society  of  Great 
Britain  and  has  been  a  member  of  the 
Society's  Council  since  1965.  He  was 
given  an  OBE  in  1983,  received  a  charter 
gold  medal  in  1977  and  was  a  Hanbury 
memorial  medallist  in  1974. 

Professor  Beckett  has  been  a  member 
of  the  Medical  Commission  of  the 
International  Olympic  Committee  and  of 
the  Commonwealth  Games  Association 
and  an  administrator  of  the  International 
Olympic  Association  for  Research  in 
Sports  Medicine.  He  is  well  known  for  his 
work  on  testing  for  drugs  in  sportsmen  and 
women. 


New  president 
for  PAGB  

Dr  W.D.  Walsh  of  Reckitt  &  Colman 
has  been  elected  president  of  the 
Proprietary  Association  of  Great 
Britain. 

Dr  K.  Henderson  of  Metholatum  was 
elected  vice-president  and  Dr  John 
Spooner,  Sterling  Health,  was  re-elected 
vice-president.  The  Association's  new 
treasurer  is  Mr  R.  Bellm  from  International 
Laboratories. 

A  Yen  to  go 
travelling... 

If  you  fancy  a  couple  of  years  in  the 
land  of  the  rising  yen,  flip  back  a 
couple  of  pages  and  scour  our 
classified  section  for  an 
advertisement  from  International 
Education  Services. 

They're  looking  for  experienced 
pharmacists  to  teach  the  Japanese  in  Tokyo 

Typesetting  and  graphics  by  Magset  Ltd.  Sidcup,  Kent.  Printec 
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1360 


Rachel  Bussey,  from  Sunderland  Royal 
Infirmary,  receiving  the  1985 
Boots/UKCPA  clinical  pharmacy  award. 
Miss  Bussey  gets  £3,000  spread  over  two 
years  to  look  at  "Community  services  and 
discharge  medication".  Don  Crossland, 
Boots  superintendent  pharmacist  is 
pictured  presenting  the  award  which  is 
sponsored  by  Boots  Hospital  products. 

and  other  parts  of  the  country.  No 
knowledge  of  the  language  is  needed,  they 
point  out. 

The  company  can  help  with  details  of 
accommodation,  salary  and  so  on. 
Personal  interviews  in  London  are  planned 
for  early  October. 


APPOINTMENTS 


Sharp  practice 
at  the  ABPI 

Mr  John  R.  Sharp  will  be  project 
manager  for  original  pack 
dispensing  at  the  Association  of  the 
British  Pharmaceutical  Industry 
from  July  15. 

He  will  be  responsible  for  co- 
ordinating the  industry's  part  in  the  move 
to  OP  dispensing. 

Mr  Sharp  comes  to  the  ABPI  from  the 
Department  of  Health  and  Social  Security, 
where  he  has  been  principal  medicines 
inspector  since  1972. 

He  is  the  editor  of  the  "Guide  to  Good 
Manufacturing  Practice". 

Before  joining  the  DHSS  Mr  Sharp 
spent  20  years  in  pharmaceutical 
production  and  quality  control 
management  with  Parke  Davis  &  Co. 


Harvey's  past 
revealed 

Did  you  know  that  Harvey 
Goldsmith  —  pop's  biggest 
promoter,  and  the  man  behind 
Bruce  Springsteen's  current  British 
tour  —  once  studied  to  become  a 
pharmacist? 

We  are  indebted  for  this  gem  of 
information  to  Peter  Hillmore,  writer  of 
The  Observer's  Pendennis  diary  column. 
He  speculated  last  week  that  Harvey's 
early  training  may  be  of  assistance  in 
coping  with  the  volatile  egos  present 
throughout  the  world  of  rock  n'  roll. 

There's  not  a  lot  of  people  know  that . . . 

Oar  else... 

The  IBA's  decision  to  experiment  with 
sanpro  advertising  came  too  late  for  top 
oarswoman  Beryl  Crockford.  She 
approached  Tampax  for  sponsorship, 
feeling  that  a  female  product  would  be  apt 
for  a  female  athlete. 

Thanks  to  the  ban  Tampax  said  "no," 
and  now  Mrs  Crockford  has  turned  to 
higher  things  and  opted  for  Playtex 
instead. 


Gaining  Waite 

Ashley  Waite  joins  May  &  Baker's 
consumer  division  as  UK  product 
manager  with  responsibility  for  all  OTC 
brands.  The  appointment  follows  the 
reorganisation,  earlier  this  year,  of  the 
business  division  and  the  subsequent  move 
of  Neil  Stringer  to  head  the  consumer 
division  as  business  manager.  Mr  Stringer 
was  originally  responsible  for  setting  up 
the  company's  first  separate  OTC  sales 
force  in  1983  before  joining  the  ethical 
division  as  field  sales  manager. 

Bristol-Myers  Co  Ltd:  Fiona  Harrison, 
previously  international  marketing 
director  of  Clairol  UK,  becomes 
managing  director  of  Clairol  appliances 
and  area  director.  Mrs  Harrison  joined 
Clairol  eight  and  a  half  years  ago  from 
Boots. 

Revlon  Health  Care:  Dr  Peter  Harris 
becomes  medical  and  technical  director. 
Dr  Harris  was  previously  head  of  medical 
affairs  at  Roche  Products.  Martin  Galvan 
has  crossed  the  Atlantic  to  become 
financial  controller.  He  was  formerly 
assistant  controller  at  Revlon's 
international  operations  headquarters  in 
Tuckahoe,  New  York. 
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Manufacturing  &  Distributing  Services 


PARACETAMOL  TABLETS? 

WE'RE  THE  UK's  LARGEST  SPECIALIST  PRODUCER! 

In  bulk  or  bottles,  strip  pack  or  own  label  -  try  us  for 
aspirin  or  saccharin  too! 

Fast  service  —  unbeatable  prices  —  from 

THE  WALLIS  LABORATORY, 

11 CAMFORD  WAY,  SUNDON  PARK,  LUTON  LU3  3AN 
TEL:  Luton (0582)  584884 


LEE 

SLOW  RELEASE  F  ■  ■■  j%P*f%A 

pellets  §  MOUTH  ULCERS 

NOT  A  GEL  -  NOT  A  PASTILLE  -  BUT  PELLETS 
that  tlowly  release  2  Active  ingredients  at  site  of  ulceration 

vMTABIOTICS  LTD.  122  Mount  Pleasant  Alperton  Mddx  01-903  5541 


Focus  Solutions 

Suppliers  &  Wholesalers  of 
Contact  Lens  Solutions 
and  Accessories 


Abatron,  Alcon,  Allergan, 
Barnes  Hind,  Bausch  & 
Lomb,  British  American 
Optical,  Calotherm, 
Contactasol,  CooperVision, 
Hydron,  Kelvin,  Sautlon, 
Smith  &  Nephew,  Titmus. 

Telephone  Liz  Puttman  at 
Berkhamsted  (04427)  74326 
for  details. 

Focus  Contact  Lens 

Northbridge  Road,  Berkamsted, 
Herts,  HP4  1EH. 


® 


PLASTIC  PRODUCTS 

BABY  PANTS 
TODDLER  PANTS 
INCONTINENCE  PANTS 
MATTRESS  SHEETS 
COT  SHEETS 

etc.,  etc. 

HENLEYS 
OF  HORNSEY 
LTD. 

London  N8  ODL 

Tel:  01-889  3151/6 


"DORMEL"  MINIATURE  FEEDER 

from  John  Dowell  &  Sons  Ltd  of  Saffron  Walden 


Suppliers  of  the  "Dormel"  Infant  Miniature  Feeder  &  Spare  Latex  Teats  for 
well  over  50  years  —  obtainable  from  the  majority  of  Chemist  Wholesalers. 

Orders  (wholesale  only)  and  enquiries  to 
John  Dowell  &  Sons  Ltd,  c/o  R.  Higgs,  264  St  Barnabas  Road, 
Woodford  Green,  Essex  IG8  7DP.  Phone:  01-504  8718. 


THE  TRIANGLE  TRUST 

The  Triangle  Trust  1949  fund  is  an  independent  charitable 
trust  administered  by  a  Board  of  Trustees.  Its  primary  aim  is 
the  relief  of  hardship  or  distress  in  the  case  of  people  and 
their  dependants  employed  or  formerly  employed  in  the 
pharmaceutical  industry  in  Great  Britain.  Such  relief  may 
include  assistance  with  educational  expenses. 
The  Trustees  will  also  consider  on  their  merits  any  applica 
tions  for  assistance  beyond  the  scope  of  an  employer's 
responsibilities,    concerning    education    or    training  at 
recognised  centres  of  study  for  general  or  special  subjects. 
For  additional  information, 
or  to  apply  tor  assistance,  write  to:- 
The  Secretary  Dept  CD 
THE  TRIANGLE  TRUST  1949  FUND 
Clarges  House,  6  12  Clarges  Street 
London  W1Y8DH 


The  Right  Choice  at  the  Right  Price 

Shopfitting 


The 
Compl 

System 


Whatever  your  shopfitting  requiremen 
ZAF  have  the  answers... 


*  Quality  Equipment 

*  Quality  Design 

*  Quality  Service 

Full  range  of  Dispensary  fittings 


'  'FREE'  'QUOTATIONS 
NATIONAL  NETWORK  OF  LOCAL  CONSULTANTS 
NATIONAL  INSTALLATION  SERVICE 
EXCELLENT  FINANCE  FACILITIES  AVAILABLE 


N  P  A  and  Numark  APPROVED 


for  the 
Progress 
Pharmacist 


Apeils-Umdasch 

-  specialist  systems  for 
specialist  applications. 
Apeils  and  Umdasch 
together  create  shopfitting 
'  styles  to  stimulate  sales -to 
your  advantage. 


designed  to  sell 

Apeils-Umdasch 

-  sturdy,  standard  structures  with 
subtle  variations  in  shape,  colour 
and  finish. 

Apeils-Umdasch 

-  is  a  modular  system  of 

silent  salesmen  -  spacious  display 
storage  which  pleases  the  eye  and 
beckons  the  buyers. 

Apeils-Umdasch 

-  together,  a  splendid 
shopfitting  combination  - 
and  one  that  works. 

Apeils-Umdasch  build  sales. 


Apeils  Systems  Limited, 

Unit  P,  Kingsway  Trading  Estate, 
Kingsway,  Luton, 
Bedfordshire  LU1  1  LP. 
Telephone:  Luton  (0582)  4571 1 1 . 


Paracetamol,  Aspirin  and  Soluble  Aspirin, 
Ampicillin  capsules.  Tetracycline  capsules 
and  Ibuprofen  tablets. 
Blister  packed  own  label  if  required. 

Competitive  price,  unbeatable  service 


17  \Z 


MOLEHAVEN 


For  prices  and  samples 
ring  us  now  on  01-965  6551 


Molehaven  Ltd    703  Tudor  Estate    Abbey  Road,  London  NW10  7UW 
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on  the  market 
from  Cox  Pharmaceuticals 


-the 


ite  list  specialist 


"forth'S^^eSical5 


Co-codamol  the  British 
Pharmacopoeia  approved 
name  for  tablets:  Codeine 
phosphate  8mg  and 
Paracetamol  500mg.  DPF. 

Now  on  approved  DHSS 
white  list. 


Further  information  is  available  from: 
Cox  Pharmaceuticals 
A.H.Cox&Co  Ltd, 
Whiddon  Valley,  Barnstaple, 
Devon  EX32 8NS.  Tel:  (0271 )  75001 


